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The President’s Trophy Winner answers some questions about 


what’s behind the success of a 


New England Mutual general agency 





What’s the major contribution a general agent can 


It’s the ambition of every New England Mutual Gen- fi ; 
make to the success of his agency? 


eral Agent to win the coveted President’s Trophy — 
an annual award for the most successful general “He can help his agents spend more time selling life 
SGRnET: Tile You! Cer. Menate gets ie Renew Ewe insurance. For instance, our larger general agencies 
agency in Los Angeles. Formerly a partner of Payton, lah - 
Dunn and Bare, Mr. Bare shouldered full responsibility 
as general agent two years ago. He has been prom- gramming, and other detailed work. The agent can 
inently associated with C.L.U. activities in Los Angeles. 


have a staff of technicians to do the planning, pro- 


call on these experts for advice either in the office or 
in the field. And every agent has access to clerical 


help. All these services give the agent more time to 





devote to his clients and his prospects.” 


What sort of financial support do you give your new 
agents? 

“A generous financing arrangement is an integral part 

of New England Mutual’s manpower program. You 

see, company methods of selecting and training as- 

sure us agents of the highest caliber. Adequate finan- 


cial support gets them off to a good start. 


What sales backing does the company give you? 

“Plenty. An effective national advertising campaign. A 
comprehensive, hard-working sales promotion pro- 
gram with visual sales aids and direct mail. Then, of 
course, we have a broad line to work with and our 
limits have recently been raised. But perhaps most 
important of all, is the extraordinary liberality of the 
New England Mutual contract, itself.” 


How about your brokerage business? 

“Brokerage and surplus business is important to us. 
And the New England Mutual contract puts us in a 
strong position. We’ve handled a lot of business from 
outside the Company for a good number of years. I 
think that’s a testimonial to our helpful and efficient 
service.” 
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The year of 1954 was a period of successful operation for 
Royal Neighbors of America as a fraternal life insurance so- 
ciety. Significant statistics for last year follow: 


Insurance in force increased $5,004,275 to a total of 
$420,054,129. 


New insurance sold amounted to $22,200,500. 


Admitted assets advanced to a total of $152,490,455.07, an 
increase of $5,207,274.25. 


The net interest earned increased to 3.48 per cent, compared 
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RESERVE 


to 3.45 per cent in 1953. 


Unassigned funds amounted to $16,793,656.38, an increase of 
$1,299,526.26. 

Dividends paid amounted to $1,815,143.57, an increase of 
$135,461.29. 

Benefits paid amounted to $7,111,797.25, an increase of 
$144,731.58. Benefits paid since organization amounted to 
$190,871,640.44. 


Membership totaled 557,109. 


Condensed Balance Sheet of Royal Neighbors of America as of December 31, 1994 


ADMITTED ASSETS 


RENN ss So tm ats wich andasunh Graeminen suman aes cielnonbeuh seewaaet $ 2,244,019.36 
UNITED STATES GOVERNMENT BONDS...................- 17,902,695.03 
DRAINAGE AUSTRBIDINEDS o's eisinineoisleie od NS lees seb eeeesideNaocwecws 56,801,374.59 
Tax secured, $12,807,701.40, and revenue secured, $43,993,673.19. 
PATA SIT TEAT TROIS oa oso 0 6-5 5:5 5:050. 0:5 w'b6 500%: 6 0 c'eeieeere'e 25,546,595.34 
Operating companies. 
INDUSTRIAL AND MISCELLANEOUS BONDS............... 5,046,660.65 
MN MNSS Sicocis 0 hbo ainivas Wigs SoS $4GN54ONS 5K Se Raw SS MOG A als 8,213,496.35 
$7,537,589.00 preferred; $675,907.35 common. 
FIRST MORTGAGE LOANS ON REAL ESTATE.............. 32,784,104.22 
Conventional $17,672,962.46; F.H.A. $4,885.335.71; G.I. $10.225.806.05. 
SUPREME OFFICE BUILDING........... ciao $447,895.67 =09.334.36 
ROYAL NEIGHBOR HOME...................... 261,438.69 § ee 
AOR BEERS ORIN oo oisic cscs esses 60 Sebeeeaaescbeoedaseene 1,706,264.27 
Money owed the Society by members on account of loans made 
to them on the security of their certificates. 
INTEREST DUE AND ACCRUED................cccccecsccees 1,129,661.13 
PREMIUMS IN COURSE OF COLLECTION................... 377,329.03 
MISGEULAMNMOUS ASSETS oeiicccccsccnscceeccieseesecccesess 28,920.74 
TOTAL, ADMITTED ASSETS. oios0is oc cicsccdiscccccsccccesss $152,490,455.07 


These assets are valued on basis prescribed by National Associa- 
tion of Insurance Commissioners. 


LIABILITIES 
CERTIFICATE RESERVES—computed at 244% on the basis of 


the Commissioners’ 1941 Standard Ordinary mortality table... .$129,337,122.37 
Funds which, with interest and future premiums, will pay all 
certificate claims as they become due. 


DEATH CLAIMS AND MATURED ENDOWMENTS............ 277,204.45 

Funds set aside for payment of claims in process of adjustment 

and for those incurred but not reported prior to December 

31, 1954. 

FUNDS HELD IN TRUST FOR MEMBERS AND BENEFI- 

TAM so cacavoues asic wicire-scorata la yorote vests caiefalaveroleiereleisiarsisiolaletetsveseisscie/e)a: » 63,168.45 
FUNDS FOR DIVIDENDS TO DECEMBER 31, 1955............ 2,171.390.81 
PREMIUMS PAID IN ADVAN@®................ 20000 e cece ees 440,118.87 
ESTIMATED AMOUNT DUE AND ACCRUED FOR CLAIM 

INVESTIGATIONS, COMMISSIONS, GENERAL EXPENSES 

PIN TANS 5) sss rcrcve 5ss1atoies sieve orscaiaioicie-cieieislsloielelefevsisle sieisiorererslelsie ie 315,436.15 
FUNDS DEPOSITED BY MORTGAGORS AND EMPLOYEES 

FOR: PAWMENE OF DARGIS 0:05:65. 6:0:00:6.0:0:6:6,0:06,00.0 5610 © eis 01050 482.671.47 
RESERVE FOR BONDS AND STOCKS............. 00000 scene 1,650,196.82 
PETS: aia o.nas sie lcieis.ccc'e/sie eiaisisinielsie elelosssiaiwisis:siaieiesins 959,489.30 

Includes funds set aside for expenses of quadrennial Supreme 

Camp in 1958. 

tO WN Ge 21 P59 0G) HU 1°. a a $135,696,798.69 
AINA SUG aT EMIS 5 f'n 5:15 ods wine ssn inic a sYote-a:Slaraicisiaieloioiei<iein’sisiele 16,793.656.38 

Funds held for the additional protection of members. 

TOTAL TO BALANCE ASSETS. .............c0csese0ee008 $152,490,455.07 
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Variable Annuities 
Suited Only to Life 
Insurers, Says Pru 


Memorandum Tells Risks 
of Letting Other Types of 
Institutions Issue Them 


NEW YORK—With the failure of 
variable annuity bills in New York, 
New Hampshire, and Maryland, New 
Jersey now stands out as the main 
hope of the proponents of this new type 
of contract. Though regretful at dis- 
agreeing with the New Jersey State 
Life Underwriters Assn.’s wish to post- 
pone action for another year, Pruden- 
tial is nevertheless going ahead under 
full steam in an effort to get enact- 
ment of the bills it is sponsoring in the 
New Jersey legislature. 

Some critics of the variable annuity 
idea contend that it is impossible or at 
least impracticable to train agents to 





* NEWARK—Manager Philip J. Tors- 
ney of Metropolitan Life at Bloomfield, 
who is chairman of the New Jersey 
Life Underwriters Assn. committee on 
law and legislation, told The Na- 
tional Underwriter Assemblyman Rob- 
ert O. Barnes, Jr., of South Orange, 
introducer of the _ variable-annuity 
bills, had assured him that when the 
legislature resumes April 25 after its 
current recess he will ask for a public 
hearing on the bills. 

Mr. Torsney also said he thought the 
state association would have no objec- 
tion to variable-annuity legislation 
limited to group coverage, letting the 
question of individual variable annui- 
ties go over for another year. However, 
while Prudential is primarily interest- 
ed in the group variable annuity, it 
believes there is a big market for indi- 
vidual annuities based on equities. 

The Newark Life Managers Assn. 
Monday went on record as opposing en- 
actment of variable-annuity legislation 
this year, so as to allow time for fuller 
study. 


sell both the fixed-dollar annuity and 
the variable annuity. However, Pru- 
dential’s position is that availability 
of the variable contracts to the com- 
pany’s regular agency force “will no 
more tend to undermine the standing 
of normal life insurance fixed-amount 
contracts than the availability of term 
Msurance through such agents casts 
doubt on the desirability of permanent 
insurance. It is appropriate that trained 
life insurance agents should have avail- 
able this additional item in their broad 
choice of plans for meeting varying 
needs of different prospects.” 

A principal reason why it is con- 
sidered important that variable annui- 
ties should be issued by and as part 
of the business of established life com- 
panies is that marketing of these con- 
tracts will require careful supervision 
to minimize misunderstandings and 
misrepresentations, according to Pru- 
dential. 

“There seems to be every likelihood 

(CONTINUED ON PAGE 22) 





480 Names on Fourth List 
of Qualifiers for’55 MDRT_ NAIC Divided on 


NEW YORK—The fourth list of 
qualifiers for the 1955 Million Dollar 
Round Table was released this week by 
Chairman George B. Byrnes, general 
agent here for New England Mutual. 

This list includes 480 qualifiers 
whose applications were approved be- 
tween Feb. 28 and March 31, divided as 
follows: Life and qualifying, repeating, 
157; life, 79; life and qualifying, first 
time, 43; qualifying and repeating, 72; 
qualifying, first time, 129. The release 
announced this week, plus earlier lists 
of 273, 260 and 286 names, brings the 
total of officially qualified members 
through March 31 to 1299. 

Applications for the 1955 MDRT had 
to be in the mail by March 15 but many 
were incomplete or inaccurate, requir- 
ing further checking. Remaining quali- 
fiers will appear in a fifth list. 


LIFE & QUALIFYING, REPEATING 


S. A. Aaron, Equitable Society, Los Angeles. 
R. B. Anthony, Equitable Society, Chicago. 
Sadao Asato, Sun Life of Canada, Honolulu. 
Karl Bach, Penn Mutual, San Francisco. Ss. M. 
Barg, New England Mutual, New York City. 
E. C. Barr, New York Life, Chicago. G. N. 
Bearden, New England Mutual, Beverly Hills, 
Cal. B. O. Beatty, Excelsior Life, Toronto. 
M. H. Beitman, Continental Assurance, Harris- 
burg, Pa. S. M. Bernbaum, Penn Mutual, Se- 
attle. M. O. Bickel, American National, Gal- 
veston. Jean Black, Connecticut General. 
Indianapolis. W. L. Bradway, Equitable So- 
ciety, Los Angeles. R. W. Brinton, New York 
Life, Salt Lake City. R. W. Brooks, New 
England Mutual, Erie, Pa. 

John W. Brown, Mutual Benefit, Louisville. 
R. R. Brown, Northwestern Mutual, Winston- 
Salem, N. C. H. R. Buckman, Old Line Life, 
Milwaukee. R. P. Burroughs, ow Life of 
Vermont, Manchester, N. H. E. V. Carlin, in- 
dependent, Columbus, O. a “Ww. Castleman, 
New England Mutual, Louisville. R. T. Cayce, 
Great Southern Life, ‘Houston. W. G. Chatham, 
Business Men’s Assurance, Drain, Ore. W. E. 
Clark, Northwestern Mutual, Milwaukee. = = 
Clayton, Massachusetts Mutual, Newark. 
Cluthe, State Mutual Life, Newark. Me Zz 
Cohen, Equitable Society, Philadelphia. James 
T. Comer, Jefferson Standard, Gastonia, N. C. 
P. W. Cook, Mutual Benefit, Chicago. J. W. 
Currie, New England Mutual, Miami. 

E. Davies, Manufacturers Life, Los An- 
geles. C. W. DeGryse, Northwestern Mutual, 
Chicago. R. B. Dinsmore, Provident Mutual 
Life, Princeton, N. J. R. . Dozier, Massa- 
chusetts Mutual, Oklahoma City. J. J. Durkin, 
Sr., Philadelphia Life, Dallas, Pa. Herman Du- 
val, Northwestern Mutual, New York City. 
A. A. Ebenstein, Union Central Life, Beverly 
Hills, Cal. R. W. Ebling, Jr., Penn Mutual, 
New York City. Dewey Edson, Northwestern 
Mutual, Madison, Wis. J. H. Fargason, Great 
Southern Life, Houston. D. P. Faxon, Aetna 
Life, Camden, N. J. Ben Feldman, New York 
Life, East ge ag 3 O. K. C. Fitch, New York 
Life, Wichita. S. H. Foreman, Mutual of N. aa 
Chicago. R. we Frank, State Mutual Life, Chi- 
cago. 

P. S. Gesswein, New England Mutual, New 
York City. R. H. Goldsmith, Connecticut Mu- 
tual, Los Angeles. M. M. Goldstein, indepen- 


dent, New York City. J. W. Griffiths, Manu- 
facturers Life, Winnipeg. H. K. Gutmann, Mu- 
tual of New York, New York City. J. G. Hard- 
ing, Northwestern Mutual, Portland, Ore. R. B. 
Hardy, Connecticut Mutual Life, Lima, O. 
C. E. Harris, Equitable Life Assur. Soc., Chi- 
cago. P. A. Hazard, Jr., New England Mutual 
Life, Chicago. R. Cc. Holland, New York Life, 
New York City. G. A. Hollman, American 
National, Oklahoma City. A. S. Howes, Con- 
necticut Mutual, New York City. Oscar Hurt, 
Jr., State Mutual Life, Memphis. J. B. Irvine, 
Jr., National Life of Vermont, Chattanooga. 
O. P. Jacobsen, New England Mutual, New 
York City. 

C. G. Keehner, Massachusetts Mutual, Oak- 
land, Cal. F. M. Kelly, Northwestern Mutual, 
Salt Lake City. J. R. Kennedy, New England 
Mutual, Detroit. C. H. Killen, New York Life, 
San Antonio. J. L. Kowins, Central Standard 
Life, Baltimore. J. C. Krause, Penn Mutual, 
Lansing, Mich. E. H. Lattimer, Northwestern 
Mutual, Wausau, Wis. D. F. Lau, Massachusetts 
Mutual, Detroit, Mich. C. E. Laurent, Manu- 
facturers Life, Toronto. V. M. Leach, Jr., Col- 
lege Life, Raleigh, N. C. S. S. Leeds, Equitable 
Society, Beverly Hills, Cal. S. E. Leiwant, in- 
dependent, Newark. Samuel Leveston, Con- 
necticut General, Hartford. E. M. Lillis, North- 
western Mutual, Erie, Pa. W. V. Lurie, New 
York Life, Brooklyn. 

C. S. McAllister, 
City. B. S. McGiveran, Northwestern Mutual, 
Chicago. T. B. McGlinn, Mutual Benefit, Mi- 
ami. J. A. McKnight, Home Life of N. Y., 
Grand Rapids, Mich. J. S. Maryman, Aetna 
Life, Texarkana, Ark. K. L. Means, State Mu- 
tual Life, Chicago. J. N. Meeks, Northwestern 
Mutual, Columbus, O. V. A. Miletti, North- 
western Mutual, Newark. ee M. Mi ger, 
Connecticut General, eee J. Mintz, New 
York Life, Salinas, Cal. E. C. Moore, New York 
Life, Wichita, Kan. F. , Morse, Northwestern 
Mutual, South Bend. M. C. Muller, Phoenix 
Mutual, New York City. E. G. Mura, New 
England Mutual, Kansas City. R. B. Nathan, 
Equitable Society, Chicago. 

Howard Neal, Security Benefit Life, Los An- 
geles. Colgan Norman, Penn Mutual, Louis- 
ville. . J. O’Callaghan, Equitable Society, 
Chicago. G. D. Orput, New England Mutual, 
Portland, Ore. H. S. Parsons, Travelers, Los 
Angeles. Aubrey Peters, New York Life, Chi- 
cago. G. H. Plante, John Hancock Mutual, 
Cleveland. J. J. Polachek, New England Mu- 
tutal, Pittsburgh. Ernest Pomerantz, Sun Life 
of Canada, Philadelphia. W. L. Porte, Mutual 
of New York, Colorado Springs. C. L. Post, 
independent, New York City. J. H. Prentiss, 
Jr., New England Mutual, Chicago. Alfred 
Pugno, Mutual of New York, Fremont, Mich. 
F. W. Purdy, Travelers, Seattle. J. T. ‘Quinn, 
T. Eaton Life Assurance, Winnipeg. 

E. B. Redfield, Jr., Northwestern Mutual, 
Boston. R. U. Redpath, Jr., Connecticut Mu- 
tual, New York City. F. G. Reed, independent, 
Chicago. H. L. Regenstein, Massachusetts Mu- 
tual, New York City. J. K. Rickard, North- 
western National, Hutchinson, Kan. G. P. Rob- 
erts, Massachusetts Mutual, Wheeling, W. Va. 
G. W. Roberts, New York Life, Delano, Cal. 
K. V. Robinson, New England Mutual, Water- 
bury, Conn. Robert Rogerson, Penn Mutual, 
Lansing, Mich. H. C. Rose, independent, New 
York City. L. A. Rosen, Union Central 
Life, Memphis. E. W. Rosenheim, Penn Mu- 
tual, Chicago. H. B. Ruhl, Northwestern Mu- 
tual, Detroit, Edward Russo, Northwestern 
Mutual, Baltimore, J. M. Russon, Massachu- 
setts Mutual, Los Angeles. 

H. R. Schultz, Mutual of New York, Chicago. 
M. I. Scott, independent, Los Angeles. B. H. 
Sekt, New York Life, Sioux City, Ia. H. F. 
Silver, New England Mutual, New York City. 


(CONTINUED ON PAGE 20) 
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Late News Bulletins 








Mutual of N. Y. Cuts Polio Premium Rate 

NEW YORK—Largely because of the announced success of the Salk polio 
vaccine, Mutual of New York is reducing the premium on its individual and 
family hospital expense policies by an average of 5%, roughly equivalent 
to the amount included in the over-all premium for the $5,000 polio benefit, 
though no change is being made in the benefit. Besides the results of the Salk 
tests, the rate reductions also reflect better-than-expected experience in 
nearly all lines covered by hospital expense policies. 


Hancock District Agents Set New Record 

John Hancock’s district agency organization in March set a new record in 
combined ordinary business. The district agents sold $111,704,707 of com- 
bined ordinary, achieving a new quarterly record of $277,326,037, up 20.5%. 
The record March figure compared with $94,578,850 in March 1954, the 


previous peak month. 


“Combined ordinary” business means monthly debit 


ordinary plus regular ordinary written through district offices. 


FTC Committee of 


State Jurisdiction 


One Member Unconvinced 
Commissioner Can Be Given 
Extreterritorial Powers 


The National Assn. of Insurance 
Commissioners committee on federal 
trade commission jurisdiction may be 
unable to submit a unanimous report 
to the NAIC meeting in Los Angeles 
next month because of a difference in 
opinion as to the extraterritorial reg- 
ulatory powers of commissioners over 
the out-of-state activities of their do- 
mestic companies. 

e e e 

Queried by THE NATIONAL UNDER- 
WRITER, Commissioner Knowlton of 
New Hampshire, who is President of 
NAIC and chairman of the FTC com- 
mittee, said one member of the com- 
mittee, whom he preferred not to 
identify, believes it is not possible for 
the law of any state to give its commis- 
sioner sufficient extraterritorial power 
to constitute adequate regulation of a 
domestic company’s out-of-state activ- 
ities and thereby provide the type of 
regulation contemplated by public law 
15 that would keep the federal trade 
commission out of the picture. All the 
other members of the committee be- 
lieve that a commissioner can be given 
sufficient statutory power to provide 
adequate regulation of domestic insur- 
ers’ out-of-state activities but these 
members have thus far been unable to 
win over the dissenting member. How- 
ever, all are agreed that a commis- 
sioner has no control over what an 
out-of-state company, licensed in his 
state, does in some other state. 


Mr. Knowlton said he was working 
on a draft and hoped to be able to 
come up with language that all mem- 
bers could agree on but there is still 
a possibility that this will not be pos- 
sible and the dissenting member will 
submit a minority report. 

During the committee’s meeting in 
New York city last week, Mr. Knowl- 
ton indicated the report would be 
ready to send to NAIC members before 
the annual meeting next month but he 
said this week that in view of the com- 
mittee’s inability to achieve unanimity 
on this important point of extraterrito- 
rial jurisdiction the committee would 
doubtless have to meet again in Los 
Angeles just before the meeting in a 
final attempt to agree on a report. He 
plans to finish the draft of the report 
in the next few days and send it to 
the committee members to go over, 
after which it will be redrafted. 

According to sources other than Mr. 
Knowlton, the dissenting member is 
Commissioner Martin of Louisiana, a 
former president of NAIC. 


New Conference Member 


Central Standard Indemnity of Chi- 
cago has been elected a member of 
H.&A. Underwriters Conference. 
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McConnell Decries 
Federal Invasion of 
State Regulation 


California Commissioner 
Says Intent Evidently Is 
to Discredit the Business 


Commissioner F. Britton McConnell 
of California, addressing the annual 
meeting of Pacific 
Insurance & Surety ay 
Conference at 
Palm Springs, de- 
nounced the inva- 
sion of the insur- 
ance business by 
government agen- 

{ 





cies, the federal 
trade commission 
in particular. 

The basic philo- 
sophy of American 
business rests on 
salesmanship, but 
the standards of advertising set forth by 
FTC are nebulous, Mr. McConnell as- 
serted, declaring it is evident that it is 
the intention of the agency to discredit 
the insurance business. He said he 
would act individually or in concert 
with other commissioners to stop the 
blackening of insurance by FTC or any 
other federal agency. 

Mr. McConnell said the public rela- 
tions job of the insurance commission- 
er is to protect and defend the high 
esteem in which the insurance business 
is held. Only the fringe operators get 
publicity, he maintained and these 
fringe elements are not representative 
of the true character of the business. 

The commissioners in zone 6 of NAIC 
have unanimously registered official 
protestations of the intervention of fed- 
eral agencies into the rights of the 
states to regulate insurance, Mr. Mc- 
Connell said. He commented that more 
insurance executives are becoming 
concerned daily with the acts of FTC 
and the interstate commerce commis- 
sion as well as the justice department, 
to invade the states with the objective 
of centralization in Washington. The 
latest move by ICC is to examine the 
character of insurers on ICC risks, 
looking into their ability to perform, 
the adequacy of reserves, etc., all to be 
examined by ICC beyond what is done 
by the state. 

Mr. McConnell said he does not be- 
lieve it is his duty to preach or make 
speeches or write articles. There is no 
place for headlines in the commission- 
er’s activities because the commissioner 
is equipped with duties and not power. 
Along that line, he referred to the prac- 
tice in California in the past of issuing 
bulletins which would have the force 
of law. In the event some of these pre- 
ceding bulletins prove detrimental to 
the industry, he said there may be a re- 
peal of them. 

The principal duty of the commis- 
sioner is to solvency of insurers and 
their examination, not investigating al- 
legations, Mr. McConnell said. He at- 
tacked the rumor that has circulated 
that leniency will be the rule under his 
administration. There should be no il- 
lusions on that score, he warned, for 
the fringe operators will be dealt with 
severely. 


F. B. McConnell 





Pa. Blue Cross Hikes Rates 
Capital Hospital Service, the Blue 
Cross organization in Harrisburg, Pa., 


is adjusting its rates to meet the in- 
creased cost of hospital care, effective 
June 1, Under the comprehensive con- 
tract the monthly rates will then range 
from $1.90 to $5.10, depending on 
whether the person is single or has a 
family and is in a group or non-group 
plan. Under the cooperative contract 
the member will pay $2.50 instead of 
$2 a day for the first 20 days of hospital 
care, but there will be no monthly 
rate changes. Other changes are being 
made in maternity benefits, labora- 
tory fees and X-ray examinations. 


FTC Ends Hearing 
on One Complaint, to 


Continue with Others 


WASHINGTON—Hearings on _ the 
federal trade commission’s complaint 
charging Automobile Owners Safety 
with false advertising of A&H insur- 
ance have been concluded. 

Alvis Layne, counsel for the com- 
pany, was given three weeks in which 
to file briefs and a motion to dismiss 
and the commission three weeks 
thereafter for its reply brief. P. R. 
Melangton appeared as counsel sup- 
porting the complaint. 

Scheduled to be argued this week 
were motions to dismiss FTC com- 
plaints against Life of America at Dela- 
ware and Guarantee Reserve Life of 
Indiana. 





Plan Estate Planners Day 


at Los Angeles April 21 


Los Angeles CLU chapter will hold 
an estate planners day April 26 in co- 
operation with the University of Cali- 
fornia at Los Angeles. 

Loren D. Stark, Connecticut Mutual, 
Houston, will consider business inter- 
ests in the living estate plan; Robert 
Forster, Los Angeles attorney, will con- 
sider partnership entity or cross pur- 
chase agreements under the new tax 
law, as well as continuous partnership 
agreements; Maurice Freis, trust of- 
ficer of Farmers & Merchants National 
Bank of Los Angeles, will talk on fav- 
orable estate tax valuation of business 
interests. 

Valuation of business interests for 
estate planning will be considered by a 
panel comprised of John E. Anderson, 
Los Angeles attorney and CPA; Dr. 
Richard M. Heins, assistant insurance 
professor at UCLA; Robert S. Albritton, 
Provident Mutual, Los Angeles, and 
Mr. Stark. 





Home Life’s Business 
Running 19.8% Ahead 


Home Life shattered all previous 
productin records in March with $16,- 
739,000 paid-for ordinary business. The 
figure exceeded by more than $3 mil- 
lion the previous best month in com- 
pany history, which was March, 1954. 
For 1955 to date ordinary production 
is 19.8% ahead and greater than the 
total recorded in any other quarter. 


March Best Sales Month 


for General American 


General American Life set a new 
monthly production record in March, 
exceeding by 7% the previous high that 
had stood only since November, 1954, 
and topping by 35% business submitted 
in March of 1954. 

The record set with March written 
business resulted in a new record for 
the six-week “Spring Fiesta” contest, 
exceeding the previous high for a cam- 
paign of similar length by 14%. 








Popma Southland Manager 


Southland Life has appointed Leo- 
nard J. Popma Jr. manager at Port- 
land, Ore. He joined the company 
there in 1951, advancing to supervisor 
two years later. 


Health Council 
Reelects Officers; 
Progress Tallied 


Health Insurance Council at its 
spring meeting in Chicago, where it 
heard reports on major programs, re- 
elected John H. Miller, Monarch Life of 
Massachusetts, chairman. Continued as 
vice-chairmen were James Andrews 
Jr., Life Insurance Assn., L. A. Orsini, 
Bureau of A&H Underwriters, and 
James R. Williams, H&A Underwriters 
Conference. Miss Alice Chellberg, 
American Mutual Alliance, was re- 
named secretary. 

The uniform claim form project is 
nearing completion, said Carroll J. Mc- 
Bride, chairman of the committee in 
charge. Hospital admission plans are 
proving successful and are being ex- 
tended. The technical advisory com- 
mittee, headed by M. D. Miller, Equi- 
table Society, is completing work on a 
standard surgical nomenclature. It is 
also studying duplication of coverage 
and attendant ill effects. 

The information and public relations 
committee funneled activities of other 
committees into a public relations pro- 
gram, Chairman Arthur G. Weaver, 
John Hancock Mutual, reported. Nearly 
42,000 copies of the publication on the 
extent of voluntary health insurance in 
the U. S. were distributed, as were 
more than 13,500 copies of “The Health 
Insurance Story” booklet. These went 
to especially selected sources. A new 
project is a health insurance exhibit 
being shown at major hospital and 
medical conventions. 

Mr. Williams reported for the medi- 
cal relations committee, headed by Dr. 
W. H. Scoins of Lincoln National Life. 
An active liaison program has been 
carried on with national medical or- 
ganizations. 

To further the work of the hospital 
relations committee, Chairman Orsini 
noted an advertisement commemorat- 
ing national hospital week, May 8-14, 
is being placed in leading hospital jour- 
nals. Companies are being urged to as- 
sist hospitals at local levels to make the 
celebration a success. 

Henry Locke, Liberty Mutual, chair- 
man of the survey committee, said pub- 
lication of its compilation of persons 
covered under voluntary insurance is 
expected in June. The committee will 
also investigate what is insurable and 
what is not in the national health bill. 


ALC Against Asking 
for Conference on 
Trade Practices 


American Life Convention’s exec. 
tive committee has voted to dissociate 
itself from any move to make applica. 
tion to the federal trade commission 
for holding a trade practice confereng 
on A&H advertising. 

Bureau of A&H underwriters govern. 
ing committee, which had previously 
favored such a conference, though by 
a divided vote, was scheduled to con. 
sider the matter again Thursday of this 
week but was still in session at press. 
time. The reconsideration was neces. 
sitated because the original vote was on 
a proposal passed by the joint industry 
committee to seek a trade practice con. 
ference provided the National Assn. of 
Insurance Commissioners expressed jt- 
self as not opposing the move. 

It proved impossible to get an ex. 
pression of NAIC views prior to the 
annual meeting next month, so the 
joint committee then went on record as 
favoring the proposal for a conference 
without reference to the NAIC’s atti. 
tude. It is this revised motion that the 
bureau is voting on. 


H&A Underwriters Conference, which 
had favored the first resolution of the 
joint committee, though by a divided 
vote, recently went on record as oppos- 
ing the seeking of a conference. 

Life Insurance Assn. of America 
doesn’t face the need for reconsidera- 
tion, as its original action was to em- 
power its representatives on the joint 
committee, if they saw fit, to seek a 
trade practice conference whether or 
not the NAIC approved and to do s0 
on their own in the absence of a favor- 
able majority vote of the joint commit- 
tee. 

Life Insurers Conference voted fora 
trade practice conference some time 
ago, but subject to the restriction that 
the commissioners would have expres- 
sed themselves as not objecting. Hence, 
if LIC wants to go ahead without NA- 
IC approval, it will have to have anoth- 
er vote. 

Assn. of Casualty & Surety Compa- 
nies some time ago voted to take no 
position on seeking a trade practice 
conference. American Mutual Alliance 
has taken no stand on the proposal. 
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Viewing some of the public relations activities of Health Insurance Co 
at its spring meeting in Chicago are, from left, Arthur G. Weaver, Jobt 
Hancock; Carroll J. McBride, Travelers; John H. Miller, Monarch Life of 
Massachusetts, council chairman; M. D. Miller, Equitable Society, and Henty 


Locke, Liberty Mutual. 
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Groundwork Laid 
for Merger of A&H 
Bureau, Conference 


Joint Health Committee 
Recommends Single 
Trade Association 


H&A Underwriters Conference and 
Bureau of A&H Underwriters would be 
merged into a single oganization serv- 
ing as the major trade association in 
the A&H business if a recommendation 
of Joint Committee of Health Insurance 
to its constituent trade associations is 
approved. 

The proposed association, handling 
the activities previously performed 
separately by the bureau and confer- 
ence aS well as by other associations 
with varying interests in A&H, would 
operate in the broad areas of educa- 
tion, legislation, and public relations. 
Initial and continuing standards of per- 
formace would be required for mem- 
ber companies. Besides encompassing 
the activities of the several associations 
now in the field, it is expected ad- 
ditional services, not now possible, 
would be made available. 

® e e 

It is proposed that the mechanics 
and execution of a public relations pro- 
gram for the new organization be un- 
der the direction of Institute of Life 
Insurance, with the detail work done 
by the A&H staff specialists. The re- 
port suggests offices of the organiza- 
tion would be Chicago, New York and 
Washington. 

There has been less singularity of 
program on the part of the bureau and 
conference over the past year, some- 
thing that would diminish problems 
entailed in merging the two organiza- 
tions. This year the two groups held 
their spring meetings jointly at Chi- 
cago, and some months ago Robert Neal 
of the conference staff went to Wash- 
ington where he is serving as resident 
counsel for both the bureau and con- 
ference. 

The report states that most of the 
problems of the A&H industry are of 
interest to several or all of the associa- 
tions represented on the joint commit- 
tee. Because it has been necessary to 
operate on a federation principal in 
the joint committee and the Health In- 
surance Council, the report states that 
such a condition has resulted in delay 
and loss of effectiveness in representing 
A&H interests. 

e e e 

Under the recommendation a single 
trade association would be established 
to accomplish the following objectives: 
—Establishment and enforcement of 

standards of ethical conduct as a con- 

dition of membership. 

—Creation of a single forum for estab- 
lishing an industry position. 

—Development of a mechanism for an 
effective public relations program. 

—Establishment of a central direction 
and staff control. 

—Creation of a single association of 
Stature to command respect and in- 
fluence by reason of its greater ef- 
fectiveness. 

—Elimination of present duplication in 
staff and company effort. 

—Elimination of confusion to press and 
public arising from the present mul- 
uplicity of associations in the acci- 
dent and health field. 

Contemplated is a continuance of the 


work of the present Health Insurance 
Council as one of the functions of the 
new association. 

In addition to approving the report 
at its last meeting, and presuming 
eventual affirmative action, the joint 
committee constituted itself as an or- 
ganizing committee to facilitate de- 
velopments. This week Chairman 
Faulkner will announce the personnel 
of the subcommittees on finance, leg- 
islation, membership, nominating and 
planning. 

The proposed plan of organization 
will be sent to all companies or as- 


sociations lawfully engaged in A&H. 
The plan of organization would be ac- 
companied by an invitation to submit 
an application for membership in the 
proposed association. Included with the 
application for membership from the 
company would be a specific pledge to 
observe the standards of ethical busi- 
ness conduct approved by the member- 
ship of the association. 

If a majority, as designated by the 
joint committee, of the members of the 
bureau and the conference make ap- 
plication for membership in the pro- 
posed association and are recom- 


mended by the membership committee, 
an organizational meeting would be 
set up by the organizing committee. 
Business items at the organizational 
meeting would include approval of ap- 
plications for membership, adoption of 
a constitution, the election of officers 
and board of directors, and adoption of 
a budget. 

At the same time the conference and 
the bureau will call special meetings 
of their membership to be held im- 
mediately following the organizational 
meeting to take the proper steps for 

(CONTINUED ON PAGE 22) 
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under John Hancock’s 


new streamlined program | OW COST 
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Specifically John Hancock offers you: 


.--- A new low-cost policy for those 
who can qualify as preferred 
risks — Minimum $7500 


e2- A“select” class of policies at 
exceptionally low cost— 
Minimum $3000 





These policies enable any owner, partner or manage- 
ment executive to set up special funds to meet 
changes affecting executive personnel such as 


—forced reorganization through loss of partner, 
disability or death of owner or partner, loss of 
key man or men for any reason. 


—forced settlement because of loss or withdrawal 
of key men. 


—to meet the terms of a buy or sell agreement. 
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MANY RATES CUT 


Ohio State Life 
Has New Manuals 
for Life, ASH 


A new life rate book and a 
new A & H manual were introduced 
by Ohio State Life at a meeting of gen- 
eral agents at Columbus. The two books 
were reviewed, respectively, by I. M. 
McCampbell, vice-president and ac- 
tuary, and Charles M. Barry, manager 
of the A & H department. 

The new dividend rate book shows 
a revised schedule throughout, reflect- 
ing increases generally in the higher 
ages. 

Mr. McCampbell said rates have 
been reduced and dividends increased 
in every case where experience showed 
that such changes, favorable to the in- 
suring public, could be made. “Over- 
all,” he said, “the net cost of insurance 
for many kinds of policies, and par- 
ticularly for persons of older ages, will 
now be less than it was up to this time.” 

The rate of interest on policyholder 





dividends left with the company to ac- 
cumulate has been raised to 3%. Pre- 
miums for disability coverage have 
been reduced, in many cases about 
40%. Accidental death benefits are 
now available from age 5 to age 55, 
with coverage continuing to 65. 

Mr. Barry said occupational hazards 
have been restudied, resulting in lower 
rates in the new A & H manual for 
many occupations. He reported that all 
A & H and hospital policies are being 
redesigned to conform with new state 
laws. 

Director of Agencies Howard W. 
Kraft discussed the progress of the 
company and the opportunity for new 
manpower. Warren F. Howe, director 
of education, presented a new, pocket- 
sized rate book, designed for quick 
reference and greater convenience. He 
discussed also revisions in sales and 
merchandising plans. 





Baltimore-Washington 


Sales Congress Program 


Baltimore and Washington associa- 
tions will sponsor a “Do It Yourself” 
sales congress April 28 at Lord Balti- 
more hotel in Baltimore. Speakers will 
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From left. to right: Vice President John L. Cameron; Thomas S. 


Muir, C.L.U.; Stanley B. Brooks, C.L.U.; Robert L. Spaulder; 
President James A McLain; Julius M. Eisendrath*; William J. 
Reilly, C.L.U.; Walter R. Wilkinson and Seth W. Ryan, C.L.U. 


Parclnews al Work! 


GuarbDIAN’s Field Advisory Board meets regularly 
with our president and home office staff to discuss 
recommendations from the field. They bring in 


ideas for improving service . . 


. Opinions on changes 


proposed by the company. 


Many of their suggestions are quickly put into 


action. . 


. for we know from experience that giving 


the field force a voice in policy-making decisions 
benefits the company, the public and the men and 
women who represent The GUARDIAN 

throughout the country. 


“It is with profound regret that we report the 
death of Julius Eisendrath, which occurred two 
doys after this picture was taken. 
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be Dwight G. Johnson, vice-president 
of Herkness, Peyton, Bishop, Inc., 
Philadelphia general agents of Con- 
tinental Assurance, on‘Sitting Ducks 
on the Tax Pond-1955 Season’’; Charles 
B. McCaffrey, director of advanced 
training of Northwestern Mutual, on 
sales opportunities in the new tax law; 
Bert A. Palo, Prudential Life agent 
of South River, N. J., on “Selling 
Through the Heart”; Robert W. Osler, 
vice-president Rough Notes Co., on 
whether policyholders are being short- 
changed; and Kenneth L. Anderson, 
staff editor of R&R magazine, on “Tar- 
gets of Opportunity.” 

Morris B. Hack, general agent of 
Continental Assurance in Baltimore, is 
general chairman. Robert C. Clark, as- 
sistant manager of Home Life in 
Baltimore, and Leslie H. Jackson, a- 
gent of Mutual Benefit Life in Wash- 
ington, are co-chairmen. 





Bankers National 
Stirs Interest with 
$25,000-Minimum Policy 


Bankers National Life has aroused 
considerable interest in the business 
by the low-cost 20-year illustrations 
on its new $25,000-minimum ‘“Champ- 
ion” policy advertised in the April For- 
tune magazine. 

For example, at age 35 the annual 
gross premium, for $100,000 is $2,297. 
At the end of 20 years the premiums 
minus 20 dividends, on the current 
scale, would be $35,747. The guaran- 
teed cash value would be $36,513, so 
that instead of a 20-year net cost there 
would be an average annual net profit 
of $38.30 or 38.3 cents per $1,000 of 
face amount. 

At age 25 the annual premium for 
$100,000 is $1,695. Twenty premiums 
less 20 dividends on the present scale is 
$25,993, while the 20th year cash value 
is $28,399 or a negative cost for the 20 
years of $2,406 and an average annual 
negative net cost of $120.30, or $1.20 
per $1,000. 

At age 45 the gross annual premium 
for $100,000 is $3,359. Twenty premi- 
ums less dividends will amount to $52,- 
909 while the guaranteed cash value 
in 20 years will be $45,860 for a 20- 
year net cost of $7,049 and an average 
net cost of $3.53 per $1,000. 

At age 55 the gross premium is $5,- 
070, the 20th year total of premiums 
less dividends is $83,117 while the cash 
value is $57,023 for a 20-year cost of 
$26,094, or an average annual net 
cost of $1,305. 

The policy is life paid up at 85, with 
the first-year dividend payable on re- 
ceipt of the second premium. It can 
be written with waiver and also dis- 
ability income. The dividend accumu- 
lation and premium discount rates are 
3%. The cash value may be put under 
a settlement option after five years. 
The low cost, the advertisement points 
out, is achieved without resort to 
surrender dividends. 

The policy is also issued on a sub- 
standard basis. 


R. P. Peterson Advanced 


Richard P. Peterson, actuarial con- 
sultant in the underwriting depart- 
ment of Bankers Life of Iowa for about 
a year, has been advanced to assistant 
secretary. 

A fellow of Society of Actuaries, he 
originally joined Bankers in 1936, 
leaving in 1940 to enroll in a univer- 
sity curriculum. He rejoined the com- 
pany in 1946 after army service. 





Frank J. Padal, 46, staff manager in 
the Northtown district of Prudential 
at Chicago, died in his home there. In 
1940 he led all company salesman in 
total sales. 


MARKING 50TH YEAR 


New Mutual Trust 


Rider Fills Gap 
in $$ Coverage 


A rider to offset the loss of sociaj 
security benefits in the event of death 
of a minor child was introduced by 
Mutual Trust Life April 14, the same 
day the company issued its 17 initial 
policies 50 years ago. 

Termed the consecutive death pro. 
tector, the new rider goes one step fur. 
ther than the usual payor clause at. 
tached to juvenile ordinary policies, 
The additional premium is only $1, 
Death of the father and then the child 
could result in the loss of all of the 
social security benefits for the wife. 
mother payable prior to her age 6), 
Under the rider a widow so affected 
not only would receive the face 3- 
mount of the insurance but also $50 
every month until the time the child 
would have been age 18. The $50 per 
month is payable regardless of the face 
amount of the policy. 

The new rider thus provides triple 
protection in the event of death of 
the father during the child’s minority, 
as follows: Waives the premium to age 
21 on the policy on the child’s life; 
provides for payment of the face a- 
mount upon death of the child, and 
provides for payment of $50 per month 
to the surviving widow-mother until 
the child would have been 18 years 
of age. 

Of the 17 initial Mutual Trust Life 
contracts, one still is in effect on the 
life of O. D. Olson, a director of the 
company. The company has been a 
pioneer in many coverage innovations 
and was one of the first to write ju- 
venile ordinary, offering this coverage 
first in 1915. 





Predict Letup in 
FTC A&H Complaints 


No additional federal trade commis- 
sion complaints are likely to be made 
against A&H insurers for some time, 
according to reports in Washington. 
Robert R. Sills, commission attorney 
who has headed the FTC campaign 
against A&H companies, reportedly has 
been pushed into the background and 
given a sick leave of absence. 





Steil Heads New Prudential 


Agency at San Francisco 


Prudential has appointed Ralph K. 
Steil manager of a new agency at San 
Francisco. The 
Cliff Henderson 
agency there now 
will deal exclu- 
sively in brokerage 
and surplus lines. 

Mr. Steil has 
been associate 
manager of the 
White agency of 
Prudential at Los 
Angeles for 1% 
years. He joined 
the company at 
Kansas City in 
1945 and served at 
Pittsburgh before 
going to Los Angeles. 

William R. Duffel, associate manager, 
will remain with the Henderson agen- 
cy in charge of brokerage. Lewis = 
Hargreaves and Francis J. Pouls, divi- 
sion managers, and the full-time special 
agents will transfer to the Steil agency. 





Ralph K. Steil 
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Howell Discusses 
Insurance Future at 
Pru Conference 


Trends in life insurance, particularly 
in the fields of A&H coverage, divi- 
dends, variable 
annuities, special 
policies and adver- 
tising, were dis- 
cussed by Valen- 
tine Howell, exec- 
utive vic e-presi- 
dent of Prudential, 
at the company’s 
President’s Club 
conference in Hol- 
lywood, Fla. 

More than 1,600 
district represent- 
atives are attend- 
ing the conferences, which will con- 
clude April 23. 

Other Prudential executives who 
spoke included Paul B. Palmer, vice- 
president in charge of district agencies, 
and Frederick H. Groel, vice-president 
and secretary. 

Mr. Howell defended the entry of 
life companies into the A&S field say- 
ing “there is no agency better equip- 
ped to provide it than life insurance 
companies.” If A&S protection is to be 
provided by private enterprise, life 
companies must step in and fill the 
need with sound and economical cov- 
erages for all classes. If they don’t. 
the government will step in and take 
over. Life companies have a chance to 
lead in the field—and, he said he hopes 
the companies are never able to pre- 
empt the field to the exclusion of other 
insurers—but only if they push sales 
continuously and aggressively, experi- 
ment with new ideas and are respon- 
sive to needs that may arise in the 
future. 

As for non-cancellable A&S cover- 
age, he said, he has listened to a lot of 
criticism of the commercial cancellable 
policies. Even though Prudential does 
not write that type of coverage, he said 
he thinks cancellable A&S has an im- 
portant and useful place in the busi- 
ness under certain circumstances. He 
stressed that Prudential has no pres- 
sent intentions of entering the can- 
cellable field. 

Referring to special minimum 
amount policies, Mr. Howell said that 
there is little point in a small compa- 
ny issuing such a policy of $5,000-$10,- 
000 if its history and operations have 
been geared to serving a limited group 
composed mainly of middle-class and 
well-to-do policyholders and prospects. 

If such policies were to be issued, 
he said, they logically would show 
about the same net costs as the policies 
previously issued by the company be- 
cause these policies, in practical ef- 
fect, are already a part of a large pol- 
icy operation. 

However, in the case of the company 
which reaches and serves a much 
broader economic stratum of the pop- 
ulation and consequently issues many 
small policies, equity requires that the 
holders of the small policies be charged 
with their actual expenses of operation, 
and the large policyholders must be 
charged only with their costs, Mr. 
Howell said. 

_ This does not penalize the small pol- 
icies, he pointed out; it might be that 
all policies, large and small, benefit 
cost-wise from the mass _ handling 
method and economies that have 
evolved from the necessity of handl- 
ing large numbers, but so long as there 





Valentine Howell 


are any policy costs at all, it is clear 
that a distinction should be made, he 
said. 

A considerable number of companies 
have gone into the group field in re- 
cent years, he pointed out. Some of the 
smaller companies have been success- 
ful in obtaining new business, but for 
many it is difficult to keep costs for 
the first few years within those pro- 


vided for by the relatively low expense 
loadings in premiums. It is preemi- 
nently a task for specialists. It requires 
an expensive installation, and if the 
company is not large enough to obtain 
leads from a large number of different 
sources, the results do not justify the 
expense. 

A partial subsitute is the offer of a 
pension trust arrangement based on in- 


dividual policies. Many of Prudential’s 
agents would welcome the opportunity 
to write pension trusts in the company, 
he said, but he believes that the plans 
the company already has, when taken 
together, provide a form of protection 
that is more socially justifiable than 
pension trust plans. 

There is a difference in belief con- 

(CONTINUED ON PAGE 16) 


“le pays to bully yourself where your 


familys security is concerned” 





A NORTHWESTERN MUTUAL POLICYHOLDER. Mr. Colefax, owner of 8 policies with this 
company, has himself set an excellent example of a positive attitude toward life insurance. 


A challenging statement to family men 
by PETER COLEFAX 
President, 


American Potash & Chemical Corporation 


a a tough challenge for most of 
us to get the habit of keeping first 
things first. 

“Specifically, a man’s first concern 
is the security of his family. And to 
provide for them adequately takes not 
only wisdom — but, usually, courage. 
Because, depend on it, every time his 
wisdom tells him to buy more life in- 
surance, he’ll find simultaneously a 
dozen reasons for not buying it. I 
know. I’ve found them, too. 


“But how much life insurance should 
he have? The answer, in dollars and 
cents, is different for each individual, 
though thé way to arrive at it is the 
same. He must ‘bully’ himself a bit 
to take a realistic look at his family’s 
real income need. 


“A pretty rigid attitude here is a 
real asset to a family man. Whoever 
has it is well armed to distinguish 
between the things he’d like and the 
things he needs— between those things 
that are merely attractive and those, 
like life insurance, which are vital.” 


WHY POLICYHOLDERS ARE SO LOYAL 


TO NORTHWESTERN MUTUAL 


yee company is one of the six largest. 
It has more than 98 years’ experience 
and an outstanding reputation for low net 
cost insurance. 

This emphasizes that there are signifi- 
cant differences among life insurance 
companies. It is one reason why each 
year nearly half the life insurance issued 
by this company goes to those already in 
the Northwestern Mutual “family.” 

Have you reviewed your life insurance 
program within the last two years? You 
will find distinct advantages in calling 
upon the skill and understanding of a 
Northwestern Mutual agent. 


Lhe NORTHWESTERN MUTUAL 2 Lesurance Company 


MILWAUKEE, WISCONSIN 





APPEARING IN: TIME, MARCH 7 AND APRIL 4; IN NEWSWEEK, APRIL 18 AND MAY 16 
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TOP COVERAGE 


PAN-AMERICAN’S 
CAREER CONTRACT 





which stresses the Company’s 
philosophy of helping their men make 
more money. To do this, we furnish 
ample training, top-notch sales aids 


and individualized policies to 
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on meet individual needs. 


PAN AMERICAN 


LIFE INSURANCE CO 


EDWARD G. SIMMONS 


Executive Vice-President 


KENNETH D. HAMER 
Vice-President & Agency Director 


CRAWFORD H. ELLIS 






President 





NEW ORLEANS, U.S.A. 








THE COUNTRY’S MOST FRIENDLY COMPANY 
OFFERS... 


@ Modern and attractive agent's and general agent's contracts to those looking 





for a permanent connection. 


@ Complete line of Life Insurance policy contracts from birth to age 65 with full 
benefit from age 0 on juvenile policy contracts. 

@ Complete line of Accident and Health policy contracts with lifetime benefits. 
@ Individual Family Hospitalization contracts with surgical, medical and nurse 


dea 


benefits. 


@ Complete substandard facilities. 
@ Educational program for fieldman. 


Strong, Progressive Company 
Older than 85%, of all legal reserve life 
insurance companies 
COMPANY'S EXPANSION PROGRAM OFFERS 


Openings in California, Illinois, Indiana, Kansas, Michigan, Minnesota, 
Missouri, Nebraska, New Jersey, North Dakota, Ohio and Wisconsin 


NORTH AMERICAN LIFE INSURANCE COMPANY 


OF CHICAGO 
















C. 6. ASHBROOK, EXECUTIVE VICE PRESIDENT 


NORTH AMERICAN BUILDING, CHICAGO 3, ILLIN 
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Provident Mutual 
Meeting Stresses 
Market Development 


Panels on market development made 
up the main program of the sales meet- 
ing of Provident Mutual Life at Boca 
Raton, Fla. More than 500 persons at- 
tended. Top qualifiers, members of the 
400 Club, held a one-day seminar on 
advanced life underwriting after the 
meeting. 

Lewis C. Sprague, 2nd vice-presi- 
dent, was chairman of the first panel 
and panelists were Charles T. Farrow 
Jr., Westfield, N. J.; Emlen H. Jones, 
Philadelphia; H. Winston Noren, Min- 
neapolis; James N. Sarakatsannis, Cin- 
cinnati; James A. Schnaars, Philadel- 
phia; Robert E. Tippings, Detroit; and 
W. Richard Wissler, Cleveland. 

Mr. Farrow said market develop- 
ment means putting the prospect’s 
needs first. A cold prospect can be 
turned into an enthusiastic buyer by 
impressing him with sincerity, com- 
petence and ability to help him. He 
said that one small endowment case 
he sold by mail 11 years ago had, by 
close contact through sales literature, 
birthday greetings, blotters, calendars, 
and many personal letters, resulted in 
seven additional policies, nearly all 
negotiated by mail. 

The best and most obvious way to 
build a clientele is to render complete 
and efficient service, Mr. Jones said. 
That some form of life insurance is 
owned by about 75% of all American 
families today, he said, means that 
from now on a larger percentage of 
total sales than ever before must be 
made to existing policyholders, rather 
than to those who are buying for the 
first time. 

oe oe eo 

Referred leads from selling inter- 
views and centers of influence elimi- 
nate wasted time in developing a mar- 
ket, Mr. Noren said. One of his centers 
has been instrumental in helping him 
develop a market which has been re- 
sponsible for $200,000 worth of busi- 
ness, he said. 

Market development is simply sell- 
ing, and, basically, selling oneself, Mr. 
Sarakatsannis said. In outlining his 
methods, he mentioned the use of the 
pre-approach letter, followed by a 
complete job of programming and 
service. He stressed the organized 
sales presentation and exposure to peo- 
ple as invaluable aids in market de- 
velopment. 

Mr. Schnaars approached clientele 
building in terms of quality of pros- 
pects rather than quantity. He said 
each week he tries to meet two or three 
new qualified prospects that he feels 
he would like to work with over the 
years. Initially, he said, he is not too 
interested in whether the prospect 
buys, but rather in making him a 
friend. 

Mr. Tippings said that organization is 
the answer to finding enough prospects 
and the opportunity to talk with them. 
His system consists of referred leads, 
nests, college students, direct mail and 
miscellaneous cold calls. Referred leads, 
he feels, are the best way of producing 
business because the agent goes to the 
prospect with prestige. He recom- 
mended cultivating the college market 
because college men usually believe 
in insurance, are optimistic about their 
potential earning power, and are 
greatly interested in assuring them- 
selves money for later in life. 

The importance of first determining 
the type of prospect the agent can deal 


with and with whom he wants to do 
business was emphasized by Mr. Wiss. 
ler. To reach these prospects he uses 
direct mail, reference prospecting, blot. 
ters, calendars, prestige announce. 
ments, and enlarging the circle of nat. 
ural contacts. 

In speaking of the importance of not 
joining organizations merely to gather 
names, Mr. Wissler reminded his lis. 
teners that their activities reflect the 

(CONTINUED ON PAGE 1%) 
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in Pacific Mutual’s 
FIELD 
LEADERSHIP 


is pin-pointed by 
Maurice F. Bradley 
(Merced, California) 
as the motivating 
factor in his 13-year 
achievement of top 
rank in the Big Tree 
Leaders Club, his 9- 
year attainment of 
the National Quality 
Award, and his plac- 
ing of more than ten 
million dollars of 
protection since the 
start of his career. 
Says Bradley. “Qual- 
ity leadership. con- 
stantly supplied by 
my General Agent, 
Charlton Standeford. 
has kept me contin- 
uously on the track.” 


Quality is the dom- 


inant objective in all 
Pacific Mutual field 
procedures. 


Pacific 


LIFE INSURANCE COMPANY 
HOME OFFICE: LOS ANGELES, CALIF. 


LIFE Since 1868 » ACCIDENT Since 1885 
SICKNESS Since 1904 = RETIREMENT. PLANS Since 1919 
GROUP INSURANCE Since 1941 
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Urges Comprehensive Major Medical as 
Answer to Hospital-Medical Problems 


As an answer to the problems of 
over-numerous small claims, abuse of 
services and facilities, and duplica- 
tion of benefits, the comprehensive 
major medical plan was recommended 
by Donald D. Cody, group actuary of 
New York Life, at a conference spon- 
sored by the general management sec- 
tion of the American Gas Assn. at 


Cincinnati. 
Mr. Cody said there are perhaps a 
dozen imaginative employers who 


have already had the wisdom to un- 
dertake this new design. 

This plan is a comprehensive major 
medical program with no underlying 
traditional coverage. It excludes the 
small and frequent claims, it incor- 
porates coinsurance so that the em- 
ploye is interested in every dollar of 
claim, and it covers all types of hos- 
pital, surgical, medical, nursing, am- 
pulance, medicine, and _ appliance 
charges regardless of whether hos- 
pitalization occurs. It provides a max- 
imum of $5,000 or $10,000 toward 
catastrophic claims and duplication is 
excluded. 

A typical design covers 80% of all 
medical care charges in excess of the 
sum of $50 plus the “basis benefits 
deductible” for each illness, this de- 
ductible being equal to any payments 
made or the cash value of any serv- 
ices rendered under any group or 
group remittance program provided by 
any employer. Maximum payment is 
$5,000 or $10,000 for each illness or 
related illnesses. Maternity benefits 
are 80% of all maternity and obstetri- 
cal charges up to a maximum of $200 
except for complicated pregnancies 
where the normal benefits apply. 
Children are covered from birth. 

e eo e 

The idea, said Mr. Cody, permits of 
considerable variation, but is equally 
effective from both funding and social 
standpoints, as long as the essential 
characteristics are retained. One de- 
sirable variation, for instance, is the 
grading of the deductible from $50 for 
the lower-paid people to perhaps $200 
for the highest paid, since costs of 
major medical coverage increase very 
rapidly with income level. Another 
variation is to require no out-of-pocket 
deductible for hospital charges. How- 
ever, Mr. Cody feels this latter is not 
consistent with the basic principles of 
the coverage. 

The cost of such a program depends 
upon the distribution of ages and sal- 
aries, on percentage of females, on 
the particular location and on other 
less important factors. In an area 
where semi-private hospital rooms 
average $13 a day and for a large 
group where employes of all ages and 
Salaries are covered, the monthly cost 
for non-occupational coverage on the 
plan described would be $4.45 for sin- 
gle employes, $11.73 for an employe 
with one dependent, and $15.66 for an 
employe with two or more dependents. 


Premium Tax Bill 


Passes Ala. House 


The Alabama house has passed and 
sent to the senate the graduated pre- 
mium tax on foreign insurance com- 
panies. The tax, ranging from 2 to 3%, 
depends on the amount of investments 
each company has in Alabama. 


Baker Heads New Pru District 


Prudential has opened a new dis- 
ct agency at Hutchinson, Kan., nam- 
Fred Baker manager. He has been 
with the company at Fort Scott, Kan. 








If the deductible on the comprehen- 
sive plan is $25 instead of $50, the cost 
increases by about 40%, while if the 
deductible is $100 the cost decreases 
by about 25%. The cost of such a plan, 
as Mr. Cody showed by comparative 
figures, is not very different from the 
cost of a liberal traditional type of 
plan in the same area with an ade- 
quate premium rate. 

Problems with acceptance of this 


new coverage are that the employe, 
trained to the reimbursement of small 
claims and unaware of the likelihood 
of medical catastrophe, is initially un- 
appreciative; hospital admission plans 
will not operate with their present 
facility; and the medical profession 
must exercise self-discipline in the 
face of large amounts of insurance 
money available. 

With respect to doctors’ self-res- 
traint, most policies are written to 
provide for reasonable charges for 
necessary services and medical society 
grievance committees have exhibited 


a cooperative attitude, said Mr. Cody. 

The medical profession, from the 
American Medical Assn. to county 
medical societies, is fully aware that 
such health insurance programs must 
be encouraged and that doctors must 
charge normal fees to people so in- 
sured, if health insurance and medi- 
cine are to remain in the field of pri- 
vate enterprise. Mr. Cody said he 
personally had no doubt of the full 
cooperation of the medical profession 
and added that the experience of New 
York Life on major, medical coverage 
has been very satisfactory. 








You love them... 
protect them ! 


Designed for the support of Great-West Life representatives, this poster will 


appear in over 60 cities throughout the United States and Canada during 1955. 


The message “You love them . . . protect them!” is a reminder of the 


foremost obligation of life insurance — to provide protection for the 


family against the financial hazards of the future. 


Outdoor advertising is an example of the support given Great-West Life 


representatives in their sales and service activities, 
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$25 Million Written 
for Weidenborner 


Both life volume and A&H premiums 
of Guardian Life set one-month rec- 
ords in the special campaign honoring 
Frank F. Weidenborner, agency vice- 
president. Submitted life insurance to- 
taled $25 million and there was more 
than $118,500 in A&H premiums. 

Competition in the campaign was 
based on percentage of quota achieved. 
In life insurance, the Campbell agen- 
cy, San Diego, nearly tripled its quota 
to finish first, the L. Duckham agency, 
San Jose, Cal., was second, and the 
Collins agency, New York City, third. 

The three leading agencies in A&H 
submissions, by percentage of quota, 
were John E. Fay, Hartford, Thomas 
S. Muir, Cincinnati, and Dandridge M. 
Gray, Providence. In submitted vol- 
ume, the Spaulder, Warshall & Schnur 


agency, New York City, led in both 
life and A&H. Holcombe T. Green, At- 
lanta, was runner-up in life volume, 
and Norman W. Remole, Minneapolis, 
second in A&H. 

Individual honors went to A. J. Rau- 
mann, New York City, life volume; D. 
J. Bailey, Boston, and C. E. Kentz, 
Denver, tied in total lives; L. A. Neid- 
itz, Hartford, A&H premium volume, 
and A. M. Schorr, New York City, A&H 
applications. 


White to New Orleans 


Malcolm White has been named 
assistant district group supervisor at 
New Orleans by New York Life. He 
is transferring from the Los Angeles 
group office where he was home office 
representative. Donald L. Crouse is dis- 
trict group supervisor at New Orleans. 








e Volunteer State Life of Chattanooga 
has been licensed in Ohio. 








$454,882,784.00 


$100,483,810.72 


$65,387,205.67 


delinquent. 


$55,134,999.00 


$5,644,899.04 














ACCIDENT * 


Annual Report 


LIFE INSURANCE IN FORCE which with com- 
prehensive disability insurance plans now protect 
more than a half million people. 


BENEFITS PAID SINCE ORGANIZATION with 
over 60% to living policyowners—proof that in- 
surance is also for the living. 


TOTAL RESOURCES principally in high grade 
bonds and carefully selected home mortgages— 
99% of bonds rated A or better with no loan 


RESERVES FOR FUTURE BENEFITS—with interest 
and future premiums more than ample to pay all 
policy benefits as they mature. 


CAPITAL AND SURPLUS FUNDS that provide 
above average margin of security with 109.45 % 
ratio of resources to obligations. 


WEST COAST LIFE 


INSURANCE COMPANY 
HOME OFFICE + SAN FRANCISCO 
Harry J. Stewart, President 
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HIGHLIGHTS OF 1954 


Copy of 49th Annual Report 
including list of securities owned 
mailed on request 
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Agent Liable for Fraud 


in Misstatements 

An agent, in his zeal to sell an A&H 
policy, who falsely represents his own 
policy and makes misstatements con- 
cerning another A&H policy held by 
the prospect is liable to action for 
fraud and deceit, Judge Taylor of 
South Carolina supreme court decided 
in the case of Gardner vs. Mutual 
Benefit H&A (CCH 2 life and H&A 
72). He decided allegations made in 
Gardner’s complaint constituted a 
cause of action. The case, in which Mr. 
Gardner is seeking $3,000, actual and 
punitive damages, is yet to be tried. 

The appeal arose when the presid- 
ing judge of court of common pleas 
of Chesterfield county, South Caroli- 
na, refused to strike certain para- 
graphs concerning allegations of false 
facts said to have been represented by 
the Mutual Benefit H&A agent. 

e e @ 

According to the complaint, the 
agent offered Mr. and Mrs. Gardner 
a family hospital expense policy 
which he said was a better policy than 
the one they already had with Equity 
Life. It contends that the agent said 
the Mutual Benefit H&A policy would 
pay them more money in the event 
they were hospitalized and that the 
rider in their Equity Life policy was 
“dead”. 

It also alleges that the agent said 
the Mutual Benefit H&A policy would 
cover the Gardners for any and all 
periods of hospitalization regardless of 
any injury or illness that either of 
them had had previously. 

The allegations also stated that 
though the Gardners gave the agent a 
complete medical history and true 
statements concerning their physical 


—— 


conditions he filled out the application 
with inaccuracies concerning this in- 
formation. 

Both Mr. and Mrs. Gardner called 
his attention to these inaccuracies, 
according to the complaint, but he as. 
sured them that the application con- 
tained all the pertinent information 
that was necessary and required by 
the company. 

eo e e 

The complaint also contends that 
the agent represented himself as be- 
ing an expert in hospitalization insur- 
ance by his own statement and by his 
acts in analyzing his insurance policy 
and that of Equity Life, and that he 
assured them there would be no way 
they could impair their coverage if 
they cancelled the policy with Equity 
Life. 

Subsequently, the complaint states, 
Mrs. Gardner had a series of hospital- 
izations and operations and died of the 
illness. After each of these hospitali- 
zations Mr. Gardner put in a claim, 
but the insurer refused to pay. Also 
after a hospitalization of Mr. Gardner, 
the insurer refused to pay. 

Later the company tendered to Mr, 
Gardner a premium refund, contend- 
ing that answers appearing on the ap- 
plication were incorrect and because 
of these erroneous answers coverage 
would be declined. 

e e e 

Mr. Gardner contends that because 
of the acts of the agent, he cancelled 
the policy with Equity Life which 
would have provided coverage for 
some of the illness and hospital bills, 
and in addition because of his present 
physical condition and the past physi- 
cal condition of Mrs. Gardner, it is 
impossible for him to obtain other 
similar insurance. 
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Substantial Growth Again In 1954 
Adds Still Another Year of 
Progress for Atlantic Life 


Atlantic’s annual report for 1954 reveals con- 
tinued gains in every important phase of the 
company’s operations. 


Sound, steady growth is as traditional with the 
men and women who represent Atlantic Life as 
it is with the company itself. 


4 bl aT ‘N » | 
ATLANTIC LIFE 
a aa a 4 4 


INSURANCE COMPANY 
HOME OFFICE: Richmond, Virginia 


Sa Mls than a Hal Carntary of Somnce 





Insurance in force stands at a new 


high of $334,354,991. 
Assets total $82,319,975, a gain of 
over 4 million dollars in the past year. 


Capital and surplus for additional 
protection of policyholders increased 
to $7,407,813. 
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Managers Who Build High Morale Are Rewarded 
with Top Producing Agencies, Says Don Gatchell 


Managers of top producing agencies 
are doing a good job of building high 
morale among field men, Don Gatchell, 
agent at Yankton, S. D., of Bankers 
Life of Iowa, told the life agency 
management conference at Ohio State 
university at Columbus. 

Morale, said Mr. Gatchell, is the 
“mental attitude toward all features of 
a person’s work and toward all the 
people with whom he works.” Field 
men want a manager to be interested 
in them as persons, not just for finan- 
cial gain. They want him to put their 
success and well-being ahead of his 


own. 

Field men expect a manager to take 
a personal interest in their families, 
continued Mr. Gatchell. “We expect 
you to include our wives in the little 
agency family and have them at agen- 
cy meetings, or at least the dinners and 
parties.” The social contact, he opined, 
is important because it keeps mana- 
gers from becoming aloof to their 
field men and their wives. 


The manager should be someone in 
whom the agents may confide, he said. 
He is in the logical position to hear 
business and personal problems, and 
have a genuine attitude of helpfulness 
that will aid and encourage field men. 

Agents should feel a sense of per- 








Philippine American 
Life Gets High Honor 


An example of how successful pri- 
vate American investment can serve 
the economic and social interests of 
many foreign countries has been made 
public in a report issued by National 
Planning Assn. of Washington, D. C., 
on the operations of the Philippine 
American Life of Manila. The 94-page 
report, in surveying the diverse activi- 
ties of the company, makes a special 
point of assessing the degree of inte- 
gration the company has achieved in 
the Philippine economy and its ac- 
ceptance by the Philippine business 
community and public as a contributor 
to the national welfare. 

The report on Philippine American 
Life is the third in a series of case 
studies being conducted by National 
Planning Assn. on U.S. business per- 
formance abroad. NPA is a non-profit, 
non-political organization of leading 
Americans from business, agriculture, 
labor and the professions studying 
national and international economic 
problems. 

The report says the company is the 
leading company in the Philippines, 
accounting for nearly half the total 
number of policy holders in the island, 
and about 40% of the total business in 
force. While it is almost entirely owned 
by American Life of Delaware, a mem- 
ber of the American International in- 
surance groups, the company is staffed, 
with the exception of four executive 
posts, by Filipinos. 

By and large the policyholders are 
drawn from the medium income 
groups. The amount of life insurance 
carried by the average policyholder is 
a little less than his annual income— 
an amount that compares favorably 
with average coverage in the United 
States. The report points out that for 
the most part Filipinos view life insur- 
ance as a method of saving with con- 
tingency as a secondary benefit. Over 
90% of all the company’s individual 
Policies are endowment plans, with the 
20-year endowment by far the most 
popular. 


sonal worth through the principle of 
recognition. “Treat us like human be- 
ings; avoid an overbearing attitude; 
suggest, but don’t criticize.” Agents 
prefer a demonstration to a lecture. 

Field men want to be treated alike, 
without partiality or favorites. They 
want a manager to fight for them in 
time of trouble. There is nothing hard- 
er on morale than having the home 
office give a field man trouble, and 
then not having the manager go to bat 
for him. 


Field men are disturbed when a man- 
ager competes with them for business, 
because his greater ability and prestige 
will make them feel insecure, Mr. 
Gatchell said. 

Field men, he explained, want their 
managers to be well informed about 
life insurance, skilled in efficient ways 
of selling it, and able to train and 
supervise agents so they may use these 
methods successfully. 

Knowing and using specific methods 
for applying the principles of security 
and recognition is another essential to 
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building morale, said Mr. Gatchell. 
“We expect you to be kind and human 
—in other words, be friendly.” This 
creates loyalty and a desire to work 
for the manager. Agents want a man- 
ager to practice what he preaches and 
be a good listener. They would like 
their manager to drop by for a chat 
at their desks. 

“Too, we expect you to help us save 
face,” said Mr. Gatchell. “By that I 
mean, whenever we have made a mis- 
take or done poorly, give us every 
chance to save face, don’t damage our 
self-respect by criticisms, for exam- 
ple, in agency meetings. Don’t criti- 
cize. Suggest, and please do it in pri- 
vate!” 

Field men expect a manager to 
bring men who want to be profession- 
als into the organization. They want 
good refresher courses to keep them 
up to date. And they expect the man- 
ager to know his subject, be skilled at 
selling, and able to train and supervise. 
He should encourage the field men to 
identify themselves with the agency’s 
aims because the human trait is to feel 
“the most important thing in the 
world to me is myself.” This will cre- 
ate a closer bond and a feeling of 
teamwork and pride within the agen- 


~ ALL OUR POLICIES 
ARE SPECIAL 


W. think all our policies are pretty “special”. Re- 
gardless of size or plan, each policy is designed to 
do a certain job, — to fill a certain need based on 
the policyholder’s situation, — and that’s the way 


we like to sell life insurance to people. 


THE 


NATIONAL LIFE © 
AND ACCIDENT 


INSURANCE COMPANY 


HOME OFFICE_NASHVILLE, TENNESSEE 


cy, a main ingredient to success. 

The manager should be a leader, not 
a boss. “The boss drives his men; the 
leader coaches them.” 

If an agency manager buiids up a 
reserve of high morale in prosperous 
times, he has it to draw upon when the 
going is difficult, Mr. Gatchell said. 
No manager, however great, can have 
a successful agency if the morale of 
his salesmen is broken. 





Bankers Life Record 


Bankers National Life increased 
March ordinary production 21% and 
over-all business 30%, making it the 
largest month in company history. 
Paid-for ordinary increased 17.5% and 
all life business rose 32% during the 
first quarter. The average size or- 
dinary policy increased to $7,534, eom- 
pared to $6,601 in the first quarter 
of 1954. 





40 Agents at Spokane Parley 


The 40 Inland Empire agents of Ohio 
National Life attended a special meet- 
ing at Spokane, presided over by Paul 
E. Garrett, manager. Attending from 
the home office were M. R. Dodson, 
executive vice-president, and Grant 
Westgate, agency vice-president. 
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Commissioner Speaks Up for Insurance 


There is a growing recognition that 
the battle of federal vs state insur- 
ance regulation may not be won in 
hearing rooms of the federal trade 
commission (or some other federal 
agency) and very likely not by going 
hat in hand to wait upon federal or 
Congressional personnel; but that the 
contest may be decided at the state 
level. In this connection the story of 
Commissioner Gillooly of West Vir- 
ginia is significant. 

The real character of the substan- 
tial alteration in insurance regulation 
wrought 10 years ago by the com- 
merce decision is now becoming fully 
apparent to regulatory authorities and 
the business. With that decision the 
Supreme Court took down the “no 
poaching” signs which the states had 
been able to keep up and enforce for 
75 years, and Congress replaced them 
with signs reading “no poaching, if’. 

The 1944 decision declared the as- 
cendency of the federal government, 
but Congress very graciously allowed 
the states to retain their jurisdiction. 
However, Congress did so with the 
proviso that the states do an adequate 
job of regulation. It is now becoming 
clear that what this means is that 
Congress will permit the states to reg- 
ulate insurance as long as Congress, in 
its wisdom, believes the states are do- 
ing a good job. But it will be the judg- 
ment of Congress and the federal gov- 
ernment as to whether the states are 
doing an adequate job. And they can 
exert this judgment at any time, as 
they have been doing with increasing 
frequency the last two years. 

To the full implications of the 
change, many of the regulatory author- 
ities have begun to respond in the last 
year or two. There is an uneasy feeling 
among commissioners that they may 
lose some of their jurisdiction. There 
is inherent in this possibility of losing 
part of their jurisdiction the threat of 
losing it all. 

In working out a solution at the 
state level, all of those in the business 
interested in preserving state regula- 
tion are going to have to work togeth- 
er. In several siates the business and 
the regulatory authorities have coop- 
erated effectively in the interest of 
what they believe to be more effective 
regulation, and regulation more closely 
identified with the needs of the people 
because it is at the local level rather 
than federal. 

Thomas J. Gillooly is a capable in- 
surance commissioner who is trying 
to do a good job in his state. He found 


himself considerably hampered by lack 
of funds and by out-of-date legislation 
or lack of laws. He needs good work- 
ing tools to do a good job. 

With these needs pressing him, Mr. 
Gillooly went to work at the last ses- 
ison of his legislature. He had a pro- 
gram of 10 items, including additional 
funds to add to department personnel, 
much needed legislation in the A&H 
field, the area where the FTC is boring 
in, and changes that make it possible 
to discipline insurers and producers in 
a practical way. 

Of this list, Mr. Gillooly got all but 
one. The success of his efforts to do 
so were greatly enhanced by the coop- 
eration of the insurance business. The 
attitude and the assistance of those 
who worked with Mr. Gillooly made a 
profound impression upon him because 
of their sincerity of purpose and their 
interest in good government for the 
business. This impression was so strong 
that Mr. Gillooly plans to canvass 
West Virginia as a missionary for the 
business. He has indicated that he 
will spend a considerable amount of 
time during the remainder of the year 
talking to civic clubs over the state 
on behalf of the insurance business. 

This is a unique position for a regu- 
latory official to take, and the effect 
should be felt for a long time to come 
by the public and the business. 

Mr. Gillooly’s is an unusual effort. 
Yet what could be more natural than 
for an insurance commissioner to de- 
sire a better relationship between the 
public and the private insurance busi- 
ness, to strengthen the confidence of 
the public in the large and important 
business which he supervises and 
about which he can speak, for the 
public, with such authority? The public 
has been told a good deal about in- 
surance rackets. The other side of the 
story, which is a much truer one, ought 
to be told, and here is a man who is 
going to tell it. Why shouldn’t the 
public understand that insurance com- 
panies are almost 100% decent and 
respectable people who want to do a 
decent and respectable job? Why 
shouldn’t the insurance commissioners 
be telling the public that there are 
limitations to the insurance mecha- 
nism, perhaps most vividly exemplified 
in the A&H business; that, as is true 
in all other human activity, the public 
gets about what it pays for? 

Why not indeed? They should. But 
Mr. Gillooly is one of the few, if not 
the only one, to plan it. 


The real story of insurance from 
an insurance commissioner will be re- 
garded with attention and respect. The 
insurance people themselves could say 
this, they do not say it enough. But 
how much more effective when the 
insurance commissioner says it. This 
is the kind of program that will keep 
the federal poachers off the insurance 
preserve. 


PERSONALS 


James B. Parten, whose appointment 
as manager at Atlanta for Bankers Life 
of Iowa was re- 
ported in last 
week’s issue, suc- 
ceeds Frank W. 
Alleorn. Mr. All- 
corn has resigned 
to return to per- 
sonal production in 
the agency. 

Mr. Parten 
started in insur- 
ance in 1950 as an 
agent for Lincoln 
National Life at 
Atlanta. He went 
with Occidental Life of California 
there as brokerage manager three 
years later. 














James B. Parten 


Carrol M. Shanks, president of Pru- 
dential Life, and W. Paul Stillman, 
chairman of Mutual Benefit Life, have 
been appointed chairman and a mem- 
ber, respectively, of the newly-cre- 
ated Newark fiscal advisory board 
which will advise the city government 
on financial policies and fiscal manage- 
ment practices. 


Alfred J. Bohlinger, former superin- 
tendent of the New York state insur- 
ance department, has been named a 
director of City Title of New York City. 


DEATHS 


WALTE D. CROSS, former assistant 
manager of agencies of Provident Mu- 
tual Life, died at his home in Bywood, 
Pa. He joined the company in 1901 at 
the home office, later went with the 
Philadelphia agency, in 1923 trans- 
ferred to the home office as assistant 
to the manager of agencies, and re- 
tired in 1947. 











EDWARD W. ALLEN, 82, formerly 
a partner of H. Arthur Schmidt in 
what is now the Schmidt agency of 
New England Mutual in New York 
City, died in Point Pleasant, N. J., hos- 
pital. Mr. Allen, who was retired and 
lived in Bay Head, N. J., had been pres- 
ident of New York City Life Under- 
writes Assn., New York City Life Man- 


———— 


agers Assn., and New England Mutual’s 
general agents association. 


CHARLES A. LUKER, 61, retired 
vice-president in charge of field man- 
agement for National Life and Acci- 
dent, died at Nashville after a heart at- 
tack. He joined the company in 1928 
and served as superintendent at Nash- 
ville before going to the home office, 
He was named vice-president in 1952 
and retired in 1954. 


MARGARET K. MILLS, 38, cashier 
for 18 years for Pacific Mutual Life 
at Grand Rapids, Mich., until its of- 
fices were recently moved to Detroit, 
died at her home in Grand Rapids. For 
the past five weeks she had been cash- 
ier there for New England Mutual Life, 


ISAAC N. HUGHES, 75, former 
manager of Metropolitan in Syracuse 
and Poughkeepsie, N. Y., died at his 
home in Utica, N. Y. 








N. Y. Committee to 
Study Health Cover 


The New York legislature has cre- 
ated a joint legislative committee to 
study the present extent of voluntary 
A&H coverage in the state and to rec- 
ommend ways and means of extending 
such coverage to more persons. 

The study will include determining 
the number of people not covered, or 
not adequately covered, by A&H and 
their distribution by occupational 
groups and places of residence, the ex- 
tent of coverage by voluntary plans 
and by plans provided by government 
or industry, and the extent of cover- 
age of particular illnesses and disabili- 
ties. 

The committee, to be composed of 
three senators and three assemblymen, 
was given $35,000 and may meet in or 
out of the state to take testimony and 
hold hearings. 

It is to report its findings by next 
March 1 and submit legislative propos- 
als to put into effect its recommenda- 
tions. 


Apparent Good Health 
Rule Made in Cal. 


The rule of apparent good health, 
which gives a more liberal construc- 
tion to the good health provision of a 
life insurance policy, has been estab- 
lished in California by the decision of 
the California district court of appeals 
in Brubaker vs Beneficial Standard 
Life (CCH 2 Life, A&H 123) 

Both the trial court and the appel- 
late court rejected the Massachusetts 
rule which requires that an applicant 
be in actual good health at the time of 
the delivery of the policy. 

In this case insured found, after the 
policy was delivered, that he was af- 
flicted with advanced cancer. But, the 
court decided, he had acted in good 
faith and without the knowledge that 
he was il! when he made the state- 
ments that he was in good health in 
his application for insurance. 
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LAPSES 
Cause Underwriter 
Touchy Problems 


By DR. HARRY DINGMAN 

So he lapsed? Not you, your client. 
Shame on you! He lapsed. Now he 
wonders what to do. You too. Agent, 
we gotta scold you. He lapsed. Your 
dient. He’s now as good as ever he 
was? Lucky he, lucky you. 

Reinstatement appraisal to protect a 
policy that has lapsed has special legal 
angles over and above usual consider- 
ations of insurability and personal re- 
jationships. A lapsed policyholder has 
a contractual right for reinstatement 
provided he presents evidence of in- 
surability that is satisfactory to com- 
pany. Wherefore it is his right to know 
what evidence is required. And if evi- 
dence is unsatisfactory it is his right 
to know why. 

A life insurance contract is an asset 
and the holder thereof has legal right 
to protect it. If company has adverse 
impressions that make it seem nec- 
essary to refuse to reinstate, client is 
entitled to opportunity to refute infor- 
mation that may be false. Company 
must not act arbitrarily or capriciously. 
It would be contrary to agency morale 
and public policy to do so at time of 
initial application. It is contrary to 
policyholder legal rights to do so at 
time of reinstatement application. 

In first instance the individual can 
protect his interests by applying else- 
where. In second instance he is con- 
sidered to have made material invest- 
ment in the contract he purchased. It 
has property status, and, logically, and 
legally, he should be able to protect his 
property. 

®@ e e 

In the main, insurability require- 
ments for reinstatement are physical, 
financial, and moral. Financially, the 
individual can be asked to present evi- 
dence of economic worth and earnings. 
Ordinarily, statements from agent and 
inspection company suffice. Physically, 
applicant can be asked for medical 
tests and attending physician reports. 
Ordinarily his own statement of health 
is enough. If medical evidence is de- 
sired because of length of lapse or sus- 
pected impairment, it may be short 
form, regular form, or special form of 
medical examination that is desired, 
and company is justified in asking 
policyholder to pay for it. In some in- 
stances the file may contain privileged 
information concerning a_rejectable 
impairment. 

Should policyholder be asked to sub- 
mit to medical examination at his own 
expense when it is obvious that his ap- 
plication can not be approved? Legally, 
yes. He is entitled to his opportunity to 
submit evidence in refutation of any 
adverse information the company may 
have. Practically, the company dis- 
Courages a hopeless expense if the in- 
dividual is known to have had, say, a 
blood pressure reading of 200/110. In 
occasional instances company may re- 
tlve adverse information on habits or 
morals. Should client be told? Legally, 
yes. Practically, it may be more em- 
barrassing to policyholder than com- 
pany. He may not wish to be told. In 
most such instances he knows why. If 
he insists on being told what the rea- 
son is it may be well to advance the 
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idea interrogatorily rather than assert- 
ively. Have you ever been arrested? 
Have you ever been in bankruptcy? 
Have you ever been criticized for 
habits or telephone numbers? 


This is an excerpt from the new edition of 

“Risk Appraisal” by Dr. Harry Dingman, vice- 
president of Continental Assurance. Acknowl- 
edged as an authoritative hy --§ Le ed be 
insurance world, more than 800 life and A 
companies use the book as a -#- text. It 
received enthusiastic praise from many n 
dollar producers. The new edition now is 
available from the National Underwriter Co., 
420 East Fourth street, Cincinnati, = any of 
its branch offices. The price is $12.50. 





Cal. Bill on Powers of 
Commissioner Is Studied 


LOS ANGELES—A bill introduced 
in the California legislature by Sen. 
Grunsky to add a new section to the 
California insurance code relating to 
the powers of the commssioner in res- 
pect to taking action against insurers 
has been receiving considerable publi- 
city in the daily press. The senate com- 
mittee on financial institutions had a 
hearing on the proposed measure last 
week, but action was not taken because 
Sen. Grunsky wanted further time to 
study the bill and consider amending 
it. 

Commissioner McConnell of Califor- 
nia attended the hearing, and told the 
committee he understood the bill was 
“to specify standards of due process of 
law and that I also believe in due pro- 
cess of law; if and when a bill is 
amended and reintroduced I will study 
it with the aid of my staff of attorneys.” 





Would Take Insurance 
Regulation from FTC 


WASHINGTON—The Hoover com- 
mission has proposed that an adminis- 
trative court be set up to deprive the 
federal trade commission and other 
federal agencies of jurisdiction over 
regulation of interstate commerce in 
many fields, including insurance where 
FTC claims jurisdiction. 





Trophy to Bare Agency 


The New England Mutual’s presi- 
dent’s trophy for all-around agency 
achievement was presented to the 
Bruce Bare agency, Los Angeles, in a 
special ceremony there. Lambert M. 
Huppeler, vice-president, made the 
presentation. 


Several New Officers 
Elected by 
Continental Companies 


Howard C. Reeder, executive vice- 
president and a director of Continental 
Assurance, has been elected a director 
of Continental Casualty, and J. M. 
Smith, 1st vice-president and a director 
of Continental Casualty, has been 
elected to the board of Continental As- 
surance. Several new officers were 
elected, Richard H. Samuels, financial 
secretary, becoming a vice-president 
of both companies; C. R. Carpenter be- 
coming a vice-president of Continental 
Casualty; Jacque W. Sammet becom- 
ing counsel of both companies; Oliver 
M. Townsend assistant general counsel 
of the life company, and Guy Strafer 
assistant secretary, becoming assistant 
treasurer and assistant secretary of 
both companies. 

The election of Mr. Carpenter was 
reported last week. 

eo e @ 

Mr. Samuels has been with Conti- 
nental since 1936, starting as an invest- 
ment analyst. He was made head of 
the investment research department 
in 1940 and assistant treasurer of both 
companies in 1950. 

Mr. Sammet started in the claim de- 
partment of Continental Casualty in 
1940. After service in the marines, he 
rejoined the company and in 1951 be- 
came assistant manager of the marine 
department. 

Mr. Townsend joined Continental 
Casualty in 1942 as assistant tax at- 
torney, later becoming tax attorney and 
finally associate counsel for both com- 
panies. 

Mr. Strafer was with the Harris 
Trust & Savings Bank, Chicago, before 
joining the Continental in 1945 as head 
of the security training department. 
Subsequently he was selected assistant 
secretary of both companies. 





Two Named in Calif. 


Thomas W. Norton has been ap- 
pointed assistant to the chief of the 
compliance, and legal division of the 
California department, and Edward J. 
Germann has been named associate 
counsel in the same division. Both will 





President Thomas A. Bradshaw, left, 
and Chairman M. Albert Linton, cut 
the cake commemorating the 90th an- 
niversary of Provident Mutual Life at 
the sales meeting at Boca Raton, Fla. 





continue to function in the Los Angeles 
office. 





D. C. Non-Occupational 
Disability Bill Opposed 


WASHINGTON—The department of 
labor has prepared a non-occupational 
disability bill for the District of Col- 
umbia that would give workers injured 
off the job maximum weekly benefits 
of $30 for 26 weeks. 

At a hearing before the district com- 
missioners, the board of trade opposed 
the measure, which is also receiving 
opposition from the insurance business. 


Conn. General Makes 
$5 Million Hotel Loan 


Connecticut General Life has made 
a $5 million mortgage loan on the 
Fontainebleau hotel in Miami Beach, 
among several investments it has made 
in resort property in Florida. 








Doherty Lansing Speaker 


LANSING—John Doherty, Lansing 
manager of Retail Credit Co., addressed 
Central Michigan A&H Underwriters 
Assn. here on insurance and claim in- 
vestigating. The group also heard a dis- 
cussion of bills affecting insurance now 
before the state legislature. 








THE EQUITABLE LIFE INSURANCE COMPANY OF IOWA 


is now admitted to do business in the 


State of Florida 


GENERAL AGENCIES WILL BE ESTABLISHED IN 


JACKSONVILLE 
MIAMI 
TAMPA 


Qualified life insurance men, well established within the 
State of Florida, will be given first consideration for gen- 


eral agency appointments. 
@ 


Please address all inquiries to 


Ray E. Fuller, Agency Vice President 
Equitable Life Insurance Company of Iowa 


Des Moines, Iowa 
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New York Life’s Total Insurancén 


Chart shows nationwidin 
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1cin Force Continues to Climb! 
vidincrease —1945 to 1954 











Figures for the United States, Canada, Alaska and 
Hawaii as Published in New York Life’s 1954 Annual Report! 


























N. Y. 
PY : Total Insurance in Force Per Cent of 
December 31, 1954 vs. 1945 Increase 
| | ME. (in millions of dollars) 1954—1945 
> 1954 1945 
Alabama $ 159 $ 98 62% 
Lu Arizona 123 61 102 
Arkansas 108 63 71 
. California 1676 824 103 
a N. H. Colorado 213 105 103 
Connecticut 101 55 84 
Delaware 24 14 71 
IS. Dist. of Columbia 119 61 95 
S Florida 222 115 93 
VT. Georgia 172 109 58 
Idaho 54 29 86 
Illinois 1093 733 49 
Indiana 152 99 54 
MASS. lowa 302 172 76 
Kansas 211 101 109 
Kentucky 90 54 67 
Louisiana 246 150 64 
R. 1 Maine 89 57 56 
il Maryland 140 77 82 
Massachusetts 300 226 33 
Michigan 372 194 92 
Minnesota 276 181 52 
Mississippi 107 68 57 
CONN. Missouri 366 226 62 
. Montana 157 62 153 
Nebraska 160 85 88 
a Nevada 52 23 126 
: N. J. New Hampshire 32 21 52 
New Jersey 368 201 83 
New Mexico 81 36 125 
New York 2195 1453 51 
North Carolina 156 87 79 
| North Dakota 70 43 63 
DEL. Ohio 613 355 73 
Oklahoma 189 121 56 
Oregon 150 83 81 
Pennsylvania 673 451 49 
MD. Rhode Island 42 26 62 
South Carolina 122 65 88 
South Dakota 83 44 89 
Tennessee 167 105 59 
Texas 124 19 553 
lof p.c Utah 127 57 123 
a Vermont 41 25 64 
Virginia 168 77 118 
Washington 283 167 69 
West Virginia 100 64 56 
Wisconsin 426 253 68 
: Wyoming 57 27 111 
Alaska 32 13 146 
' ‘ee Hawaii 62 18 244 
ae) FLA. a Canada 192 125 54 
age FE AGENT 
THE NEW yNit 
| wae NEW YORK LIFE 
INSURANCE COMPANY 
51 Madison Avenue, New York IO, N. Y. 
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ACTUARIES 








CALIFORNIA 





ILLINOIS (Cont.) B 








COATES, HERFURTH & 
ENGLAND 
CONSULTING ACTUARIES 


San Francisco Denver Los Angeles 


Harry S. Tressel & Associates 
Consulting Actuaries 
10 S. LaSalle St., Chicago 3, Illinois 
Telephone FRanklin 2-4020 
Mery S. Tressel, M.A.1.A. W. P. Kell 


Mm. A. Moseouiteh A.S.A. M. Kazakoff 
D. Sneed ee”? sailer 

















RON STEVER and COMPANY 
CONSULTING ACTUARIES 
EMPLOYEE BENEFIT PLANS 








CHASE CONOVER & CO. 
Consulting Actuaries 
and 
Insurance Accountants 



































Los Angeles and San Francisco 135 S. s . pose FRanklin —_.. 3, IL 
GA.-VA.-N.Y. INDIANA & 
BOWLES, ANDREWS & NEBRASKA 
TOWNE 
Haight, Davis & Haight, Inc. 


Consulting Actuaries 
Employee Benefit Plans 
Atlanta * Richmond ¢ New York 














GEORGIA & 
MICHIGAN 


Consulting Actuaries 
ARTHUR M. HAIGHT, President 


Indianapolis Omaha 




















NEW YORK 











ALVIN BORCHARDT & COMPANY 
CONSULTING ACTUARIES 
= AND = 
INSURANCE ACCOUNTANTS 
1027 CADILLAC TOWER, DETROIT 26, MICH. 
1106 WILLIAM OLIVER BLDG., ATLANTA, GA. 


Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran & Linder 
116 John Street, New York, N. Y. 

















ILLINOIS 





PENNSYLVANIA 











CARL A. TIFFANY & CO. 
CONSULTING ACTUARIES 
221 West Wacker Drive 


CHICAGO 6 
Telephone FRanklin 2-2633 





FRANK M. SPEAKMAN 
CONSULTING ACTUARY 
ASSOCIATE 
E. P. Higgins 


THE BOURSE PHILADELPHIA 


























Life Policies Are 
Twice Size of Those 
Sold 10 Years Ago 


The average size life policy sold to- 
day is about twice that of 10 years 
ago, according to Institute of Life 
Insurance. At the same time, the num- 
ber of policies bought is running 
about twice the total of 10 years ago, 
with the result that the 1954 sales of 
new life insurance were 3% times 
the 1944 purchases. 

In 1954, the aggregate of new life 
insurance was an estimated $47,600,- 
000,000 involving 31,700,000 separate 
policies or certificates. In 1944, the 
year’s sales totaled $13,513,000,000, 
with only about 18 million policies 
involved. 


Increases have been shown in the 
average size of all types of life insur- 
ance policies. The greatest share of the 
aggregate sales is the regular ordin- 
ary life policy, the larger-unit con- 
tract individually bought. Sales of 
this type totaled about $25 billion in 
1954. The average size of such poli- 
cies was about $3,700, according to 
preliminary estimates. This compares 
with $2,100 in 1944 and $1,700 in 1940. 

The average size of industrial life 
insurance policy was also materially 
above that of 1944. The 1954 purchases 
of industrial insurance totaled an es- 
timated $6,600,000,000 and the average 
size of these purchases was in the 
neighborhood of $460. In 1944 the 
corresponding average was $270. 


Group life insurance sales, exclu- 
sive of group credit policies, totaled 
more than $13 billion in 1954, averag- 
ing about $3,400 per individual certif- 
icate, while in 1944, the average was 
$1,900. 

The credit policies currently sold 
average in the neighborhood of $450, 
which is more than twice the average 
of 1944. Credit life insurance out- 
standing has increased more than 30- 
fold in the past 10 years. 





When Insurance in Force 
Subject of Ruling by 


Supreme Court of Cal. 


The question of when an insurance 
contract is in force was ruled on by 
the California supreme court in af- 
firming a lower court decision against 
Penn Mutual Life. 

The disputed clause is in the appli- 
cation which the insured signed and 
upon the basis of which he paid the 
first premium: “If the first premium 
is paid in full in exchange for the 
attached receipt signed by the com- 
any’s agent when this application is 
signed, the insurance shall be in force 
subject to the terms and conditions of 
the policy applied for...provided the 
company shall be satisfied that the 
proposed insured was at that date ac- 
ceptable..., but that if such first pre- 
mium is not so paid or if the company 
is not satisfied as to such acceptability, 
no insurance shall be in force until 
both the first premium is paid in full 
and the policy delivered... .” 

In ruling that insurance was in force, 
the court cited the opinion of Judge 
Learned Hand, eminent federal jurist, 
that an application must be construed 
as it would be taken by the ordinary 
applicant, and that such a_ person 
would assume that he was getting 
immediate coverage for his money. He 
would not understand that he was 
left uncovered until the company at 
its leisure approved the risk. The court 
quoted another opinion to the effect 
that if the company did not intend that 
the insurance should be effective from 


the date of the application, it would 
be obtaining a premium for a period 
during which there was no insurance, 

The case is reported in 1 CCH Life 
H&A 1116. 





e Seth C. Macon, superintendent of 
agencies of Jefferson Standard Life, 
described complications surrounding 
family security in old age and disaster 
periods in a talk on life insurance and 
social security at the finance forum for 
women in Whiteville, N. C. The two- 
day forum was sponsored by First Na- 
tional Bank of Whiteville and the 
Whiteville Women’s club. 





YOU ARE LUCKY 
YOU LIVE 


in Connecticut, New Jersey, Ohio 
or 
Pennsylvania, Michigan, Illinois 
or 
Indiana, West Virginia 


BECAUSE 





you may become eligible for one of 
our new, modern, and different con- 
tracts in which we offer unusual and 


special benefits to the first 


“LUCKY FIFTY” 





who will be signed up in our agency 
building expansion program under 
which, if selected, you will receive: 


Absolute Top Commissions e Excel- 
lent Vested Renewals e Direct Home 
Office Contract and Cooperation e 
Competitive Participating Rates e 
All the up-to-date Life Plans and Sup- 
plements e The Latest Coupon Invest- 
ment and Savings Plan e Non-can- 
celable, Guaranteed Renewable 


Hospital - Medical Expense Policies. 


BE AMONG THE “LUCKY FIFTY” 


Write for confidential information to 
HAROLD C. VOLLMANN, Vice Presi- 
dent and Director of Agencies 


AMERICAN LIFE 


INSURANCE ASSOCIATION 


Bridgeport 5, Connecticut 


Serving American Families Since 1892 
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Life life insurance in force exceeds 
| 9730,000,000.00 
Group $ | | - 

Franchise 

Hospitalization 
Brokerage PLUS: One of the most advanced agents 
Reinsurance training programs in the nation... 








Supervised offices . . . Trained Group 
men to assist agents . . . An alert 
Underwriting and home office staff... 
Top commissions. 


REPUBLIC NATIONAL LIFE 


Theo. P. Beasley, President 


INSURANCE COMPANY 


Home Office, Dallas 














For Complete Details 
Write To 
R. D. CANNELL 
Agency V.P. 


which we measure 
that we do... _ 


ve Opportunities for Agents 





in 11 Western and Midwestern Sta’ 


UNION NATIONAL 
ie Pamtumnal 


1325 "N° ST. 
LINCOLN, NEBRASKA 








National Life of Vt. 
Has 16% Quarter Gain 


National Life of Vermont’s paid 
business for the first quarter was $48,- 
787,141, up nearly 16%. March sales of 
$17,678,374 were 18.69% ahead. 

The first 10 agencies in the quarter 
were Dillon, Atlanta; Hodes, New York 
City; Johnson, Chicago; Stoessel, Los 
Angeles; Burroughs & Hatch, Man- 
chester, N. H.; Kellam, New Canaan, 
Conn.; Richardson, Roanoke, Va.; Rob- 
inson, Detroit; Haseltine, Cleveland, 
and Allison, Milwaukee. 





Pan-American’s March 
Campaign Tops Records 


The annual president’s month cam- 
paign of Pan-American Life, held in 
March, was the most successful in the 
company’s history, bringing in more 
than $20.6 million of submitted busi- 
ness. Of this amount, more than $1,- 
570,000 was written by the home office 
agency under the supervision of Fisher 
E. Simmons Jr. 





Howell Discusses Insurance 


Future at Pru Conference 
(CONTINUED FROM PAGE 5) 
cerning the equity of the dividend pol- 
icy which is followed by some or all 
the present day mutual life companies, 

Mr. Howell said. 

The truth is, he said, that the cost of 
writing new business in any of the 
present mutual life companies is paid 
for out of the premiums paid over the 
years by the new policyholders them- 
selves. If the cost of the new business 
is unduly high, it has to be borne by 
newcomers, and if it is moderate, no 
one is penalized. It is the actuary’s 
task to see that each group of policies 
in the same dividend class is followed 
through from time of issue to the term- 
ination of the last policy in the group. 

e@ ® @ 

He said it was evident to him that 
the only effect of new business can be 
to lower, temporarily, the surplus of 
the company without affecting the div- 
idends on existing policies or impairing 
policyholders’ security. The decrease 
in surplus will always be rectified out 
of future earnings on the new policies. 

The value of advertising should be 
related to the size of the company’s 
sales force, Mr. Howell said. There is 
little point in letting millions of pros- 
pects hear favorably of a company 
through national radio or TV when it 
does not have enough salesmen in the 
vicinity to serve and advise those pros- 
pects. 

Advertising in national magazines 
is much more expensive, proportion- 
ately, for a small company than for a 
large one. If a company has insurance 
in force of $7 billion and spends $2.5 
million in national advertising, that is 
about 30 cents a year per $1,000 of in- 
surance. But if in force is $45 billion, 
then the expenditure is only 5 cents 
per $1,000. 

‘J . e 

What is sound and best for one com- 
pany may not be so for another, he 
said. Judgment as to soundness and 
excellence varies according to whether 
one is considering the welfare of the 
policyholders or the broader, but re- 
lated, question of the welfare of the 
community as a whole. 

Touching on variable annuities, Mr. 
Howell said many people have ex- 
pressed the need for a contract that 
would reflect changes in the purchasing 
power of the dollar. “We are now giv- 
ing serious thought to this problem and 
if a practical answer can be found, we 


—<—<—— 


shall attempt to find it,” he Said, 


speaking for Prudential. 


=a 


“T might sum our policy up by Say. Ma 
ing that we are not going in for crack. T 
al 


pot schemes, but if an insurance ide, 
is sound and workable, and if ther 
is a real need for it, Prudential is go. 
ing to meet that need unless we can fe 
shown some pretty conclusive reasons 
why we should not do so.” 

He said he was not too happy aboy 
the emphasis on 20-year net costs tha 
have recenty been appearing in adver. 
tisements. In the case of new plans 
which no experience has been accumy. 
lated, such figures must inevitably }. 
equivalent to dividend estimates, he 
said. Whether the results will be mor 
or less favorable will depend entirely 
on future conditions. He said he looks 
back on the grief that companies ep. 
countered many years ago in connee. 
tion with advertisements featuring de. 
ferred dividend results and wonder; 
whether the business is not letting it. 
self in for trouble in the future in thi, 
area. 





March, Ist Quarter Sales 
Set N. W. National Highs 


Written sales of $12,283,000 mad 
last month the best March in North. 
western National’s history. Sales were 
55.6% ahead of March a year ago and 
resulted in a first quarter written tota] 
of $34,439,000, also a record. 





The legislative committee on retire. 
ments and pensions has endorsed a re- 
written bill to provide group life jn. 
surance and an equal amount agains 
accidental death or dismemberment fo 
state employes, teachers and _ other 
members of Maine state retirement 
system. 





ASSISTANT 
AGENCY 
DIRECTOR 


A Nationally known company is ex- 
panding and needs a top flight mam | 
to assist their hard hitting agency di- | 
rector double their present volume in 
five years. The salary and production | 
incentive are very attractive. | 


If you have a record that will bear 
close inspection send it confidentially | 
to: 


FERGASON PERSONNEL 


330 S. Wells St. Chicago 6, Ill. 
HArrison 7-9040 























Service Guide | 





Health & Accident Adjustment Co. 


Subrogations 


‘or 
Commercial and Group Companies 
ANTHONY T. RESSA P. H. 

904 Dexter Horton Oiae, 
Seattle 4 jot 6710 
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Mass. Mutual GAs 
Talk Over Problems 


No life insurance company will suc- 
ceed over a Span of years with one 
low-cost leader alone, Donald C. 
Keane, New York City general agent 
of Massachusetts Mutual Life, said in 
discussing the current emphasis in some 
circles on low-cost insurance at the 
annual conference of the company’s 
general agents’ association at Hot 
Springs, Va. : ; 

“J feel that the public still appreci- 
ates a quality product, well merchan- 
dised,” he said. “No great structure of 
lasting strength has ever been built 
with only one ingredient or material, 
and no life company will ever succeed 
over a span of years with a low-cost 
leader alone.” 

Speaking on the company and the 
contract which is merchandising power, 
Mr. Keane said that the company has 
not developed one special contract to 
the detriment of all others, but has a 
compact working portfolio, providing a 
choice for the prospective buyer. 
Other speakers at the first day ses- 
ions were Vice-President Homer N. 
Chapin, who discussed the investment 
department and the field; Bert Mount, 
gnd vice-president, who discussed 
mortgage loan investments. A panel 
on sales promotion brought out means 
of using sales promotional material, 
methods of maintaining agency morale, 
and how to stimulate representatives 
in a production slump. Participating 
in this panel were W. R. Robertson, 
Boston, H. C. Copeland Jr., Syracuse, 
Cc. R. Jones, Washington, D. C., D. J. 
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Lizotte, Newark, and R. R. Reader, 
Lawrence, Mass. 


The problem of selecting new man- 
power was discussed in a seminar 
headed by J. W. Tyson of Richmond, 
with C. E. Pejeau,. Cleveland, R. E. L. 
Choate, Montgomery, J. R. Martin, D. 
N. Ellis, and F. L. Meeske, superin- 
tendents of agencies, as panelists The 
discussion brought out that recruiting 
is a main part of a general agent’s 
job and he should work on it continu- 
ously. The best sources of possible re- 


| cruits come from the general agent’s 


own personal contacts and next 
through his full-time organization, it 
was decided. 

L. E. Simon, New York City, mod- 
erated a panel on sustaining and in- 
creasing agents’ production, assisted 
by H. H. Bass, San Antonio, J. S. 
Braunig, Boston, C. A. Grimmett Jr, 
Rochester, N. Y., and W. A. Kloter, 
Hartford They advised that quotas be 
set, that immediate personal wants, 
such as a house or car, be used as 
objectives, and that a producer’s ac- 
complishments be recognized to sus- 
tain production. 


Charles G. Hill, 2nd vice-president, 
Moderated a panel on group insurance. 
E.C. Jordan, Chicago, reviewed ways 
to integrate and stimulate the sale of 
group insurance; R. C. Fischer, Chica- 
80, told how a group man can best 
contribute to the program of greater 
group development and assist in con- 
tacts with brokers. W. C. Gibson, man- 
ager of group pension sales, pointed 
out the advantages of an insured plan 
comparison with a self-administered 
Plan. F. T. Googins Jr., group secre- 
tty, discussed recent developments in 
the field. 

A panel on business life insurance 
was conducted by R. L. Woods, Los 
Angeles, assisted by G. L. Griffin, Al- 


bany, A. B. Rosorough, Jacksonville, F. 
H. White, Buffalo, and R. L. White, 
Columbus, O. It was agreed that busi- 
ness life is a field with a potential that 
has scarcely been touched. 

Vice-President C. H. Schaaff gave 
the closing address and congratulated 
the agents and field force on their 
progress. 





Provident Mutual Sales 
Rally Stresses Marketing 


(CONTINUED FROM PAGE 6) 
way in which they conduct their busi- 
ness. 

James H. Cowles, agency vice-pres- 
ident, presented the second panel 
which was moderated by Ray W. 
Druckenmiller, Allentown, Pa. Each 
panelist briefly told of the one most 
important factor that raised his pro- 
duction from the marginal to million- 
a-year Stature. 

Robert S. Albritton, Westwood, Cal., 
advised the agents to select young cli- 
ents who have a success potential and 
to grow with them. He has had partic- 
ular success with men with scientific, 
engineering and business administra- 
tion college backgrounds. 

J. Donald Plunkett, Reading, Pa., 
looks for prospects with money or sub- 
stantial earnings, then learns all he 
can about them before arranging to 
meet them. 

Sherman O. Schumacher, Akron, 
said that the thing that most inspired 
him during the year was a death claim 
that occurred just seven days after the 
sale. 

Clarence E. Tobias Jr., Norristown, 
Pa., said that his key is a sincere be- 
lief in the value of life insurance, plus 
a missionary zeal and a little more 
than the usual amount of hard work. 
Mr. Tobias received a scroll in recog- 
nition of his personal production in 
1954, the highest in the company’s his- 
tory. 

Boris J. Todorovich, Detroit, tries to 
educate those who need education in 
life insurance and cultivate those’ who 
already know about it. 

Knox Turnbull, Charlottesville, Va., 
pointed out that the big men in the 
business reach the top through hard 
work and they are always willing to 
help young men who also will work 
hard. 

Self-confidence which can be trans- 
ferred to others is the key to success, 
Theodore Widing, Philadelphia, said. 

Ray T. Wright, Kansas City, said 
that his success has come from special- 
izing in prospects in the medical pro- 
fession. 

The opening session of the meeting 
was devoted to recognition of the 90th 
anniversary of the company. S. Roy 
Swenson, New York City, presented 
a book containing the names of all 
agents who participated in the anni- 
versary sales celebration to President 
Thomas A. Bradshaw. Mr. Swenson 
was the top producer during the cele- 
bration. 


Charles Heads New 


Home Life Agency 


Home Life has opened a New York 
City agency under the direction of Ed- 
win M. Charles, formerly associate 
manager of its New York-Oshin agen- 
cy. Temporary offices are at 136 East 
57th street. 

Mr. Charles joined the company in 
1946, became assistant manager of the 
Oshin agency in 1949, went to the 
home office as a t manager of 
agencies in 1951 and returned to the 
agency in 1952. He is a CLU. 


This is the first in a series of advertisements 
about Kansas City— and Kansas City Life. 


Song of Kansas City 


You hear it all over the world—for Kansas City’s Philharmonic Orchestra 
is one of the country’s finest. Its concerts and Opera Festivals have been 
broadcast from coast to coast and rebroadcast overseas. 


Kansas City’s orchestra was born in the depression years of 1933—at a 
time when most other communities did not support a musical organization 
like this one. Today, it’s one of the leading orchestras and one of which 
Kansas Citians are proud. 
* 
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There’s something special about Kansas City—something fine. It’s a 
friendly, progressive spirit that’s as sincere as the firm clasp of a hand. 
It’s the spirit that built a great orchestra. 


This same Kansas City spirit has for 60 years been building a great 
insurance company—Kansas City Life Insurance Company. From here 
in the Heart of America, Kansas City Life offers grass roots understand- 
ing of America’s life insurance problems—and prompt, efficient service 
to its policy owners everywhere. 


& 
KANSAS CITY LIFE INSURANCE CO. © 


Sreedwey et Armevr, Kenses City, Missouri a 
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Ask Us About 


UNITED OF OMAHA'S 


y CASH REFUND N 


SAVINGS PLAN 


Notional magazines are carrying to more than 15 million American homes, the 
vital message "YOUR MONEY CAN DO TWO JOBS TOO." It's the story of 
United of Omaho's revolutionary new "20-20" plan, that helped break all records 
with the largest single day's business in the company's history .. . and helped make 
1954 United's greatest year, by far! 
The "20-20" plan can do TWO jobs for you, TOO! 

Introduce you to more people... 

Increase your earnings for 1955. 





TODAY! You'll be sled you dus UNI Gelli yo) Mmude)>y ba 
AGENCY DEPT., Dept. NU 
UNITED OF OMAHA 


Omaha, Nebraska 


Please rush full information about your 20-20 pian. 
Tell me all about your LIFETIME CAREER CONTRACT, 








UNITED BENEFIT LIFE selling for United of Omaha. 
INSURANCE CO. PAIR soa snsitea cn isistscapuewasndoeemcoweswaisiiess 
More than a billion dollars Stree?....<. 
life insurance in force. REC RRe eeeeee eee e cece eeeeee ec ereereeeeeeeeeneees 
HOME OFFICE: Omaha, Nebraska i TE OEE OS ee 
CANADIAN OFFICE. Toronto Telephone Number. ............cccccceccccccccececs 











"Men who study such things say it is 
amazing how many really important decisions insurance 
buyers make on the strength of simple surface impres- 
Sions. This fact was one of many reasons why our 
company engaged the services of Brooks Stevens, 
internationally known industrial designer, to redesign 
all company forms-—-provide an exciting new look for 
our policy contracts. 


"All of us Nalacs acclaim this progressive move 
in improved policy packaging. By contributing to an 
enhanced sense of value it can go a long way, we feel 
in influencing our client to make the decision we are 
after. That can be equally true whether it involves 
Signing up for a new program or renewing a policy 


already in force." 
Cc 
23357 


J. E. SCHOLEFIELD, Vice President—Director of Agencies 


NORTH AMERICAN 


HOME OFFICE: MINNEAPOLIS, MINNESOTA 
* 


LIFE * ACCIDENT + SICKNESS + HOSPITAL» GROUP 


H. P. SKOGLUND, President 








Income, Dependents 


Determine Life Sales 


While 80% of all U. S. families 
own life insurance today, the portion 
of families insured runs much higher 
in large segments of the population. 

This is shown in a detailed analysis 
of life insurance ownership based on 
the survey of consumer finances made 
last year by the survey research cent- 
er of the University of Michigan for 
the federal reserve board. 

It is apparent that families with 
income of $5,000 or more, with chil- 
dren under 18, and with the family 
head between 18 and 34 years of age, 
will own life insurance in 98% of the 
cases, Institute of Life Insurance 
said, in commenting on the analysis. 
Life insurance is the most widely 
owned form of thrift or savings 
in the family financial programs 
of this country. 

It was found in this survey that 
life insurance ownership ran 91% in 
cases where the head of the spending 
unit was between ages 25 and 34 
and had one, two or three children. 

In instances of families in which 
the head of the unit had been married 
5 to 9 years, the ownership was 93% 
at ages 35 to 44. 

Families with $5,000 or more income 
and with four or five dependents re- 
ported 97 or 98% ‘ownership. 

Where the youngest child was un- 
der 18 years of age and income was 
$5,000 or more, the ownership ran 97 
or 98%. 

The lower rate of ownership in rural 
areas, among retired or unemployed 
persons, at low income levels and 
among families with a minimum of 
responsibilities, tends to reduce the 
over-all average figures on owner- 
ship. 


Welfare Probe’s Counsel 


Pru Assistant Solicitor 


William A. Leece, Washington, D. C., 
has been named assistant general so- 
licitor of Prudential. He has been 
chief counsel and staff director of the 
Senate labor subcommittee on welfare 
and pension funds. He is a former 
FBI special agent. 


‘Wife’ Is Either Spouse, 
Wisconsin Court Rules 


When the word “wife” is substituted 
for the word “spouse” in defining de- 
pendents in a group disability bene- 
fits policy, it does not mean that the 
spouse of a female employe cannot 
obtain disability payments, Wisconsin 
supreme court ruled in the case of 
Riske vs. National Casualty. (CCH 2 
Life, A&H 103). 

Mrs. Elizabeth Riske held a certif- 
icate of a group policy held by the 
labor union of which she was a mem- 
ber which named her husband as de- 
pendent. Before the disability in ques- 
tion the policy was modified to change 
the word “spouse” as referred to under 
the dependents hospital and surgical 
rider and the group policy endorse- 
ment and amendment was changed to 
“wife”. A year later Mrs. Riske re- 
ceived a certificate amendment stating 








———- 


that the definition of “dependent” hag 
been changed to mean the spouse and 
unmarried children between birth 
19 years of age of insured, if they ar 
not employed by or a member of the 
policyholder union. No such endorse. 
ment was affixed to the master Doliey, 
The lower court found that Mr; 
Riske’s rights were governed by the 
master policy, as amended, and not 
the certificate issued to her. This judg. 
ment was reversed and the case wy, 
remanded to the lower court with qi. 
rections to enter judgment for Mr 
Riske. 


Pacific Mutual Begins 
Univac Installation 


A $2 million electronic computer anj 
data processing system, the Reming. 
ton-Rand Univac, is being installed ip 
the Pacific Mutual Life home office 
at Los Angeles and is expected to he 
in operation by August. 

Determination to make use of elec. 
tronic equipment followed a two-year 
period of intensive study and investi. 
gation. The equipment will be espe. 
cially designed to handle office—as 
opposed to scientific—data. It will dis. 
pose of a great volume of routine repe- 
titive work, accomplishing it with 
great speed and accuracy. Neverthe. 
less, no employes will be replaced as 
normal turn-over in growth will more 
than offset savings in man-hours, ac- 
eording to the company. 

Pacific Mutual’s installation when 
completed will be similar to that re- 
cently installed by Metropolitan. In- 
stallation of Univac was begun in the 
Franklin Life home office last January, 


18 New Life Insurers Get 


Texas Licenses in March 


Even for Texas March was an un 
usually active month for the forma- 
tion of new life insurers. Below are 
listed in order, the name, home office 
city, beginning capitalization and pres- 
ident for 18 additional life insurers 
licensed last month in Texas: 

West Life & Accident, Dallas, $150, 
000, F. H. Duff; Universal Bankers Life, 
West Lake Hills, $37,500, Grogan Lord; 
Alexander Hamilton Life, Houston, 
$40,000, Sam Field; Bay Life, Hawkins, 
$37,500, O. A. Fountain; Brazos Life, 
San Antonio, $51,000, Liston Zander; 
Coleman Life, Coleman, $37,500, S. T. 
Cobb, Sr.: High Plains Life, Plainview, 
$19,500, W. J. B. Gouldy; Knickerbock- 
er Life, Houston, $37,500, G. E. Velt- 
man; Midwestern Security Life, 
$250,000, John J. Houlihan. 

Also, National Benefit Life, Hawkins, 
$37,500, O. A. Fountain; Restland Life, 
Dallas, $37,500, George Young; Trans- 
Texas Life, Austin, $37,500, W. C. 
Swearingen; Central Life & Accident, 
Hawkins, $37,500, O. A. Fountain; Citi- 
zens Republic, San Antonio, $37,500, 
J. B. Roark; Constellation Life, Hous- 
ton, $37,500, B. F. Lakenmaker; Family 
Protective, Dallas, $37,500, D. B. Rowe; 
Financial Security Life, Waco, $37,- 
500, J. H. Lovelace; Texas Continen 
Life, San Antonio, $275,000, G. C. 
Childre. 








e Indiana Home Office Underwriters 
Assn, at its April meeting in Indiana- 
polis heard a talk by Dr. John Pearson. 
medical director of American United 
Life. 





LONG TERM BANK LOANS ie 
ARRANGED ON VESTED 
RENEWAL CONTRACTS 


U. C. & G. C. serves the financi 
problems may be 








jal needs of those engaged in the Life Insurance Business. Your tox 
simplified and savings effected. Cerrespondence Invited. 
UNDERWRITERS CREDIT & GUARANTY CORPORATION 
340 Pine Street, $an Francisco 4, California 
California & Arizona Branch Office 
9935 Santa Monica Bivd. 
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Report Record Month 
at Penn Mutual Parley 


The largest production month in the 
history of Penn Mutual Life was re- 
ed for March at the production 
Jeaders conference at White Sulphur 
Springs, W. Va. The $56,005,511 of paid 
pusiness was a gain of 53%. 

About 800 persons attended the 
meeting at which 1954 leaders were 
honored. President and Mrs. Malcolm 
Adam were hosts at a dinner for the 
Million Club members and their wives. 
The six agents who had paid for more 
than 200 lives were given gifts, the 39 
members of the Million Club were 
given metal plaques, and James C. 
Toole of Spokane was presented a 
replica of the home office building as 

for the new Half Million Club 
members. Forrest J. Curry, San Fran- 
cisco, received the president’s award 
for contribution to company progress. 

James W. Lantz Jr., Long Beach, 
received the president’s progress 
award. 

Speakers who explained how they 
made their million were William G. 
Seeburger, Reese agency, Lee J. Lalli, 
Gaisford agency, Karl H. Blaesser, 
Schauer agency, John D. Kennedy Jr., 
Stephenson agency, and William W. 
Crouse Jr. Sadler Hayes, New York 
City, was chairman of the panel. 

Million Club members held a sem- 
inar to exchange ideas on business in- 
surance and estate planning. Speaking 
on new ideas for selling were Robert 
W. Ebling Jr., Purser agency, chair- 
man; Jerome H. Pennock, Reese agen- 
cy; Yale Oldman, Faser agency; James 
E. Miller, Lantz agency; Daniel T. 
Lilley, Hutchison; and Morton T. Ut- 
ley, Curry agency. Karl Bach, Curry, 
summarized the talks and pointed out 
the ideas he deemed especially work- 
able. 

Edwin R. Brock of Connolly agency, 
was chairman of the discussion on 
goals. Speakers were Robert E. Allen 
Jr. Nichols agency; George W. Burke, 
Barton agency; Clarage W. Harris, 
Curry agency; William J. Eckenrode, 
Eckenrode agency, Donald J. Doran, 
Purser agency, and D. Bobb Slattery, 
vice-president. 


New England Mutual 


Leaders Meet in Va. 


Harry W. Castleman, newly ap- 
pointed Louisville general agent of 
New England Mutual, was elected 
president of the company’s leaders’ 
association at a meeting at Homestead, 


Va. 
Other officers are J. Welldon Currie, 
i, vice-president; Thomas E. 


Burke, Boston, secretary; D. Miley 


Phipps, Cleveland, treasurer; William 
H. McCoy, Detroit, Raymond H. Brad- 
street, Los Angeles, and George W. 
Graves Jr., Washington, D. C., execu- 
tive committee. 

Earl W. Griswold, Bruce Bare agen- 
cy, Los Angeles, received the rookie- 
of-the-year award. 





American Mutual, Iowa, 


Hits Sales High in March 


American Mutual Life of Iowa regis- 
tered new records during March for 
both submitted and paid business. Paid 
Production was 71% greater than 
March, 1954, and for the first three 
months of 1955 stands at 27% higher 
than for the same period last year. 
March submitted business was up 40%, 
and the first quarter total up 34%. 

New policies and sales methods are 
being discussed at seven regional meet- 
ings being held at Moorhead, Minn., 
Chicago, Des Moines, Seattle, Oakland, 


Los Angeles and Fort Worth. Partici- 
pating from the home office are H. S. 
McConchie, vice-president and super- 
intendent of agents; B. R. Merrill Jr., 
agency supervisor; William C. Ellis, 
director of sales and service; E. C. 
Conley, field supervisor and K. C. 
Klein, agency secretary. 





‘54 Sales, Earnings Best 


for American United 


American United Life in 1954 had 
its best year in new paid for business 
and earnings, Clarence A. Jackson, 
president, reported at the company’s 
annual meeting. Dividends paid policy- 
holders increased 20% over the pre- 
vious year and the total paid in the 
12 months just ended was $1,236,618. 
The company closed its fiscal year 
with $611 million of ordinary life in 
force. 

Income from investments, securities 
and mortgages was $4,068,309 for the 
year. Assets increased $13 million to 
total $118 million. The earned return 
after taxes and expenses was 3.29%. 
Taxes totalled $446,000. 





Mass. Mutual Changes 
Ga., Tenn. Managers 


Massachusetts Mutual Life has cre- 
ated a new general agency at Knox- 
ville, Tenn., and, with the retirement 


bs 





J. R. Humphries 


of Harry I. Davis at Atlanta, has made 
management changes at Atlanta and 
Chattanooga. 

Mr. Davis, who was with the com- 
pany at Atlanta for 41 years, has been 
succeeded by John R. Humphries, for- 
merly at Chattanooga. Replacing Mr. 
Humphries is Marvin R. Harper, for- 
merly agency supervisor at Jackson- 





D. M. Blumberg 






H. I. Davis 


ville, and heading the new Knoxville 
agency is David M. Blumberg, who is 
a past president of Tennessee Life In- 
surance Leaders Club, Knoxville Life 
Underwriters Assn., and is now Ist 
vice-president of the Tennessee associ- 
ation and parliamentarian of the Na- 
tional association. 


M. R. Harper 





Promotes W. W. Lenz at Denver 

Wallace W. Lenz, agent in Denver 
for Occidental Life of California since 
1953, has been named assistant man- 
ager there. 





Joins National Life of Vt. 

J. William Leach Jr., investment 
specialist and trade paper writer of 
Lynnfield, Mass., has joined National 
Life of Vermont as an investment 
analyst. He has been with Massachu- 
setts Hospital Life of Boston. 
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A postage stamp can start you on 


THE ROAD TO HAPPINESS 
AND HIGHER EARNINGS 


Agency Builders —write for full information about these 
profit advantages you will have as a Man With the Guarantee 


© Anew 5-Star Contract with liberal first year com- 
mission... vested renewals...and added awards 
for increased production and length of service. 

@ A complete line of competitive insurance to sell 
. . . including all forms of Life, Sickness, Accident 
and Hospitalization. 

@ Two new financing programs to help your Agents 
get started. 

®@ Attractive, hard-selling sales packages for all 
major life and disability needs. 


© Company field training program. 


Opportunities in 20 States — The Guarantee’s intensive 
expansion program means new localities are opening up 
where you can start a rewarding career as a General Agent. 


For complete details, write — or phone ATiantic 
7100 — today to J. D. Anderson, Agency Vice 
President. All inquiries held confidential. 


Ralph E. Kiplinger, President 


1 Guarant 


MUTUAL LIFE COMPANY 


OMAHA 2, NEBRASKA 





LIFE + ACCIDENT + SICKNESS + HOSPITALIZATION 
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. « « a reputation earned by Central Life’s con- 
sistently excellent record of Safety, Service and 
Strength through six decades. 

. .. @ reputation maintained by Central Life’s 
progressive leadership. 


Over $400 Million in force. 
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480 Names on Fourth 1955 MDRT List 


(CONTINUED FROM PAGE 1) 





J. M. Sisk, Sr., Bankers Life of Iowa, Mil- 
waukee. Max Slater, Massachusetts Mutual, 
Boston. A. H. Smith, Northwestern Mutual, 
Nashville. L. D. Stark, Connecticut Mutual, 
Houston. George Steinberger, Franklin Life, 
Detroit. Harry Steiner, Equitable Society, Chi- 
cago. Ron Stever, Equitable Society, Los An- 
geles. G. W. Stewart, Penn Mutual, Pittsburgh. 
W. F. Szwed, Acacia Mutual, Detroit. D. H. 
Tompkins, Northwestern Mutual, Charleston, 
W. Va. C. C. Tuggle, Travelers, Atchison, Kan. 

S. L. Turner, New England Mutual, New 
York City. George Twigg, Jr., New England 
Mutual, Boston. M. D. Vail, Northwestern Mu- 
tual, Chicago. K. L. Van Leuven, New York 
Life, Spokane. Vic Vybiral, New York Life, 
New Orleans. J. D. Walter, Northwestern 
Mutual, Chattanooga. Jack Wardlaw, North- 
western Mutual, Raleigh, N. C. Norman War- 
ren, New York Life, New York City. J. E. 
Watkins, New York Life, Lake Charles, La. 
G. F. Weber, Connecticut General, Los An- 
geles. Sidney Weisman, Northwestern Mutual, 
Detroit. S. H. Welch, Jr., Connecticut Mutual, 
Birmingham, Ala. W. M. Werber, independent, 
Washington, D. C. H. D. Wheeler, New Eng- 
land Mutual, Duluth. C. W. Wicks, New York 
Life, Fresno. 

Theodore Widing, Provident Mutual Life, 
Philadelphia. Lawrence Willet, Northwestern 
Mutual, Atlanta. W. H. Wilson, New England 
Mutual, Pittsburgh. A. L. Wolf, Business Men’s 
Assurance, Flagstaff, Ariz. Irvin Yoffee, Con- 
tinental Assurance, Harrisburg, Pa. P. H. Zim- 
merman, Mutual Benefit, Buffalo. H. A. Zis- 
chke, independent, Chicago. 


LIFE 

Cc. V. Anderson, Provident Mutual, Cincin- 
nati. K. R. Bentley, Mutual Benefit, Danville, 
Il. W. R. Benz, Penn Mutual, Fort Wayne, 
Ind. E. G. Bradshaw, American National, San 
Diego. Shirley Brakefield, Monument Mutual 
Life, Houston. F. G. Bray, New England Mu- 
tual, Houston. A. F. Breher, Northwestern 
Mutual, St. Paul. Robert Brilliande, Financial 


Security Life, Honolulu. K. G. Brown, Canada 
Life, Hamilton, Can. R. A. Brown, Pacific 
Mutual Life, Los Angeles. N. J. Busch, Pruden- 
tial, Pullman, Wash. N. W. Carr, Jefferson 


Standard Life, Jackson, Miss. E. S. Churchill, 
Northwestern Mutual, Hartford. C. E. Cleeton, 


Occidental Life of Cal., Los Angeles. G. J. 
Cohen, New England Mutual, New York City. 

R. R. Daniels, Kansas City Life, Washington, 
D. C. Shirley R. Dashiell, Lincoln National, 
Norfolk. L. B. Davies, Massachusetts Mutual, 
Baltimore. E. L. Davis, International Fidelity, 
Dallas. Fraser Deacon, Canada Life Assurance, 
Toronto. Peter Demetriou, Metropolitan, As- 
toria, L. I., N. Y. H. T. Dillon, National Life of 
Vermont, Atlanta. M. J. Donnelly, Equitable 
Society, New Castle, Pa. . B. Donovan, 
Northwestern Mutual, Peterborough, N. H, E. 
Y. Duncanson, Connecticut General, New York 
City. S. R. Espedal, United Services Life, Hon- 
olulu. I. C. Feldman, Equitable Society, Phila- 
delphia. E. F. Fendt, Equitable, Iowa, Chicago. 
D. B. Fluegelman, Connecticut Mutual, New 
York City. R. E. Foster, Canada Life Assur- 
ance, Ottawa. 

F. B. Francis, independent, Wilmington, Del. 
C. H. Fuller, Northwestern Mutual, Milwaukee. 
B. W. Gilmore, Northwestern Mutual, Grand 
Rapids, Mich. Ethel E. Gwinn (Mrs.), inde- 
pendent, River Forest, Ill. J. J. Hallahan, Cal- 
ifornia-Western States Life, Dallas. C. Von 
Hickman, Northwestern Mutual, Eugene, Ore. 
Max Hill, Continental Assurance, Tampa. Isidor 
Hirschfeld, New England Mutual, New York 
City. Takeshi Jack Hitomi, Lincoln National, 
Sacramento. W. E. Horn, Business Men’s As- 
surance, Santa Rosa, Cal. E. D. Husted, Aetna 
Life, Toledo. Samuel Kahl, Penn Mutual, 
Chicago. W. D. Key, Pilot Life, Columbus, Ga. 
S. L. Klarer, Northwestern Mutual, Milwaukee. 
M. A. Law, Mutual Benefit, Chicago. 

W. B. Lichtenstein, John Hancock Mutual, 
Indianapolis. H. Y. F. Lung, United Benefit 
Tiife, Honolulu. J. L. McCann, Jefferson 
Standard Life, Charlotte, N. C. A. E. McNeill, 
New England Mutual, Pasadena. Sid Marean, 
independent, Cincinnati. J. D. Marsh, inde- 
pendent, Washington, D. C. W. C. Mayer, Mu- 
tual Benefit, Milwaukee. C. S. Miller, Lincoln 
National, Tyner, Ind. Col. D. I. Moler, Lincoln 
National, Washington, D. C. W. R. Moore, 
Connecticut Mutual, Decatur, Ill. H. G. Mosler, 
Massachusetts Mutual, Los Angeles. A. M. 
Nadler, Union Labor Life, New York City. 
T. R. Nelson, Penn Mutual, San Rafael, Cal. 
Frank O’Donnell, independent, Philadelphia. 
E. W. O’Shaughnessy, Equitable Society, Chi- 
cago. 








WANT ADS 








Friday in Chicago office—175 W. Jackson 
make payment in advance. 


Rates—$18 per inch per insertion—1 inch minimum. Limit—40 words per inch. Deadline 5 P. M. 


THE NATIONAL UNDERWRITER 


Blvd. Individuals placing ads are requested to 











MILITARY 
LIFE AGENTS 
AND BROKERS 


We Can Still Handle All Your Mili- 
tary Life Business On All Air Force, 
Army, Navy And Marine Personnel 
Without A War Clause Or Restric- 
tions Of Any Kind And At Standard 
Rates. As Our Own Agents Know 
Of This Ad Write In Confidence 
To:— 
AGENCY DIRECTOR 

1625 Main Street, Houston, Texas 


GROUP 
ANNUITY 
SPECIALIST 


Large life insurance company has 
opening for man who is looking for 
opportunity and willing to locate in 
Mid-West or Southwest. Must have 
minimum of 3 years’ experience in 
designing and selling plans. Write 
stating experience and expected sal- 
ary. Replies will be held confidential. 
Box E-33. The National Underwriter 
Co., 175 W. Jackson Blvd., Chicago 
4, ill. 








HOME OFFICE UNDERWRITER 


Unusual opportunity for young man to 
share in growth of Life Insurance Company 
with long-range expansion plans, by train- 
ing in New Business Department with view 
to assuming charge. Must have adminis- 
trative ability and at least two years’ ex- 
perience in Home Office Life Underwriting. 


FOREST LAWN LIFE INSURANCE CO. 
P.O. Box 790, Glendale 5, California 








OPPORTUNITY 
OME 


Hi OFFICE— 
ACCOUNTANT — BOOKKEEPER 


Life — A & H Company — Southeastern State 
. « « Not over thirty-five (35) experienced in Life 
Insurance Company Accounting, some knowledge 
of underwriting, administrative ability. Good 
opportunity for the right man. Working condi- 
tions among most modern with a young company, 
well financed, aggressive and prosperous. Write 
iving nm of aes = experience enclos- 
recent photograph. Replies completely con- 
fidentiol. Address # E-10, The National Under- 
writer Co., 175 W. Jackson Blvd., Chicago 4, Ill. 








FOR SALE 

Model 3725 D Addressograph bill printer 
with back printer, double front printer and 
selector. Used less than five years, excellent 
condition. Write to attention of: Mr. John- 
son, Farmers New World Life Insurance 
Company, 618 Second Avenue, Seattle 4, 
Washington. 








LIFE BROKERAGE MANAGER 
Successful Life underwriter, age 35-45. LUTC or 
CLU graduate preferred. Must have personal 
production record of $400,000. Salary, $300. mo., 

lus 712% override, plus personal commission. 

eplies strictly confidential. Raymond A. DuFour, 
CLU., General Agent, Pacific Mutual Life In- 
surance Company, 151! K Street, N. W., Wash- 
ington, D. C. 








WANTED 

Accident & Health Production Man for Midwest- 
ern branch of  ¥ oummpte line casualty com- 
—~ to work with agents in Midwestern and 

uthern states. Must be experienced, willing to 
travel and have proven luction record. Please 
write full personal and work history. Address E-43, 
The National Underwriter Co., 175 W. Jackson 
Bivd., Chicago 4, Ill. 











E. T. Proctor, Northwestern Mutual, Nash- 
ville. C. E. Purdy, Jr., independent, Minne- 
apolis. C. G. Raymond, National Life of Ver- 
mont, Tacoma. E. S. Rosenthal, General Amer- 
ican Life, St. Louis. W. C. Ross, Guardian Life, 
Milwaukee. T. Saito, Manufacturers Life, Hon- 
olulu. Robert Sheldrick, Northwestern Mu- 
tual, Newark. A . Simonton, National Life 
of Vermont, Atlanta. Ben Smick, American 
United Life, Spokane. C. F. Steinhofer, Home 
Life, New York City. DeWitt A. Stern, inde- 
pendent, New York City. J. M. Stokes, New 
England Mutual, Philadelphia. G. G. Terriber- 
ry, Mutual Benefit, New York City. W. N. 
Thurman, Mutual Benefit, Atlanta. R. P. Tin- 
nin, Occidental Life of Cal., Albuquerque. C. J. 
Underell, Occidental Life of Cal., London, Can. 
Hal Van Cleve, Massachusetts Mutual, Los An- 
geles. H. B. Veazey, Indianapolis Life, San An- 
tonio. R. E. Whitmoyer, Phoenix Mutual Life, 
Dearborn, Mich. 


LIFE & QUALIFYING, FIRST TIME 


R. J. Bayless, Equitable Society, Colorado 
Springs. J. L. Block, Continental Assurance, 
Las Vegas. T. E. Burke, New England Mutual, 
Boston. C. Clementson, Jr., Massachusetts 
Mutual, Orlando, Fla. Q. R. Cowman, Equit- 
able Life of Iowa, Harrisburg, Pa. Antoine 
Desmarais, Prudential Assurance, Montreal. 
W. L. Dooley, Equitable Society, Pasadena. G. 
W. Dygert, Northwestern Mutual, Fort Wayne, 
Ind. R. C. Ellis, Home Life, New York City. 
J. W. Ensminger, Massachusetts Mutual, Chi- 
cago. Milton Fischer, independent, San Anton- 
io. M. P. Ford, independent, Boston. A. G 
Foster, Jr., General American, Atlanta. M. H. 
Franklin, New York Life, Cleveland. N. N. 
Gortz, Union Central Life, New York City. 

W. H. Gould, Massachusetts Mutual, Los An- 
geles. T. F. Graves, New York Life, Los An- 
geles. R. R. Hoffman, Bankers Life of Iowa, 
St. Louis. R. W. Ingram, Massachusetts Mu- 
tual, Atlanta. Masao Inouye, Occidental of 

. C., Honolulu. Sol Kolodny, Ohio National, 
Cincinnati. E. G. Leterman, Union Central, 
New York City. G. C. Maxson, Penn Mutual, 
San Leandro, Cal. M. T. Paine, Massachusetts 
Mutual, Chicago. H. F. Poole, New York Life, 
Kansas City. H. D. Prew, Aetna Life, Bing- 
hamton, N. Y. H. R. Purdy, North American 
Life, Detroit. W. H. Richardson, Northwestern 
Mutual, Detroit. G. W. Saam, Great Southern 
Life, Fort Worth. S. R. Sientz, Continental 
Assurance, New York City. 

J. S. Sierra, Great Southern Life, Dallas. 
W. L. Spencer, Equitable Society, Youngstown. 
C. F. Stansberry, Jr., Northwestern Mutual, 
Joliet, Ill. D. T. P. Steele, Northwestern Mu- 
tual, Dubuque, Ia. Benjamin L. Stern, New 
England Mutual, New York City. C. J. Strouss, 
Jr., Northwestern Mutual, Youngstown, O. E. 
G. Thomas, John Hancock Mutual, Colorado 
Springs. J. A. Thompson, Equitable Society, 
Memphis, M. E. Thompson, Prudential. Man- 
hattan, Kan. H. J. Tibbits, Mutual Benefit, 
Spokane. D. H. Treloar, Jr., Northwestern Mu- 
tual, New Castle, Pa. R. J. Wilcox, Pruden- 
tial, Jersey City. K. A. Yoder, New England 
Mutual, Elkhart, Ind. 


QUALIFYING, REPEATING 


R. G. Ainslie, Minnesota Mutual Life, Los 
Angeles. J. F. Albert, Northwestern Mutual, 
Los Angeles. J. R. Ashton, New York Life, 
Denver. H. A. Aubry, Aetna Life ,Toledo. 
Pierre Beaulieu, Les Prevoyants du Canada, 
Chicoutimi, Can. C. R. Bigbie, Jr., Massa- 
chusetts Mutual, Tulsa. J. E. Bright, New Eng- 
land Mutual, Buffalo. W. E. Brougher, Indian- 
apolis Life, Columbus, Ind. L. F. Calley, New 
York Life, Miami. D. W. Campbell, Minnesota 
Mutual Life, Dallas. G. H. Campbell, Aetna 
Life, Little Rock. C. P. Carey, Northwestern 
Mutual, Los Angeles. P. D. Celle, Imperial 
Life of Canada, Vancouver. J. D. Chaney, In- 
ternational Fidelity, Dallas. Max Cohen, North- 
western Mutual, Boston. 

H. C. Copeland, Jr., Massachusetts Mutual, 
Syracuse. C. D. Cowles, Jr., Northwestern 
Mutual, Buffalo. W. L. Crofford, Amicable 
Life, Corpus Christi. C. B. DeLee, Phoenix 
Mutual Life, Seattle. C. A. DeLeeuw, New 
England Mutual, Phoenix. A. L. DiNieri, John 
Hancock Mutual, Rochester, N. Y. E. E. Don- 
aldson, Sun Life of Canada, Wilmington, Del. 
F. W. Fountain, North American Life of Can., 
Detroit. H. M. Grier, Home Life, Detroit. E. 
D. Haseltine, Jr., Northwestern Mutual, Haver- 
hill, Mass. F. G. Higham, Great-West Life, 
Philadelphia. H. A. Hirsh, New England Mu- 
tual, Washington, D. C. R. E. Kennedy, Pan- 
American De Mexico, Mexico City, Mex. W. S. 
Kernohan, Manufacturers Life, Toronto. H. B. 
Knaggs, New England Mutual, Detroit. 

G. P. Landa, Metropolitan, New York City. 
J. J. Langan, New England Mutual, New York 
City. R. L. Law, Jr., Northwestern Mutual, 
Baltimore, E. J. LeClair, Continental Assur- 
ance, St. Paul. L. J. Loventhal, II, North- 
western Mutual, Chicago. M. W. MacNamee, 
National Life of Vermont, Chicago. C. S. Mar- 
ten, Aid Association for Lutherans, Appleton 
Wis. H. Y. S. Mau, Occidental Life of Cal., 
Honolulu. H. H. Mickley, Northwestern Mu- 
tual, Los Angeles. R. J. Moser. Northwestern 
Mutual, New Albany, Ind. Edward Neisser, 
Massachusetts Mutual, Los Angeles. Dan Nel- 
son, Northwesten National, Minneapolis. Har- 
old Nittskoff, New York Life, Cleveland. F. J. 
Notari, Union Central Life, New York City. 
= F. Palmer, Sun Life of Canada, Edmonton, 
an. : 

G. M. Penley, New York Life, Casper, Wyo. 
P. J. Perrill, Great Southern Life, Waco, Tex. 
H. W. Riess, Aid Assoc. for Lutherans, In- 


Minneapolis. Sumner Aetna Life, 
Boston. F. R. Sale, General American, St. 
juis J. Schaefer, California-Western 


States, San Diego. W. F. Scott, Penn Mutual, 

Somerville, N. J. A. A. Shaffer, New England 

Syracuse. J. L. Shuster, Penn Mutual, 
(J 


Mutual, 
Grand Rapids, Mich. E. L. Sittler, Jr.. Mutual 
wn, Pa. R. W. 
Il. 


Steger, New England Mutual, Champaign, 

J. R. Sterner, Northwestern Mutual, Newark. 

N. N. Taylor, New York Life, Denver. 
Wendell Thatcher, New York Life, Houston. 

Joe Thompson, Jr., Northwestern Mutual, 


Nashville. F. S. Tuttle, Massachusetts Mu 

Syracuse. R. J. Vessel, Northwestern National, 
Minneapolis. F. B. Walker, Massachusetts My. 
tual, New York City. C. R. Warren, Massa. 
chusetts Mutual, Oklahoma City. C. H. Web. 
ster (Dr.), New York Life, Ithaca, N. Y. E. p, 
White, New York Life, Allentown, Pa. L, L, 
Wolfson, New York Life, Chicago. S. L. Wol. 
kenberg, Union Central Life, New York City, 
Stanley Zeskind, American Bankers Life As. 
sur., Baltimore. R. K. Zetland, New York Life 
Chicago. ‘ 

QUALIFYING, FIRST TIME 


C. L. Alworth, North American Life of Can, 
Honolulu. H. E. Anderson, New York Life 
San Francisco. L. J. Bair, National Life of 
Vermont, New York City. W. H. Bearden, Jr, 
National Life, Atlanta. R. D. Beckmann, Mu. 
tual Benefit, Indianapolis. Max_ Bensinger, 
New York Life, Cleveland. P. H. Bilodeau, 
New York Life, Quebec. G. M. Blakely, Equit- 
able Society, Portland, Ore. J. R. Braue, Fidel. 
ity Union Life, Midland, Tex. F. H. Bray, 
Commercial & Industrial Life, Houston. An 
Bressani, Les Prevoyants du Canada, Montreal, 
M. J. Brown, New York Life, Dayton. R. £, 
Buis, College Life, Indianapolis. R. E. L, 
Choate, Massachusetts Mutual, Montgomery, 
Ala. . M. Comfort, Massachusetts Mutual, 
Long Beach, Cal. 

W. F. Cook, New York Life, Ann Arbor, 
Mich. F. J. Cox, Massachusetts Mutual, San 
Antonio. T. W. Cristal, Northwestern Mutual, 
Cleveland. S. I. Cundey, Home Life, New 
York City. A. J. Curran, Northwestern Mutual, 
Waterloo, Ia. J. S. G. Davenport, Home Life, 
Warwick, Va. J. R. Davis, Connecticut Gener. 
al, San Jose, Cal. Louis Deitelbaum, Equitable 
Society, Chicago. J. L. Denniston, New York 
Life, Missoula, Mont. M. P. Dickenson, Equit- 
able Society, Philadelphia. T. H. Dickinson, 
Mutual Life of Canada, Toronto. F. E. Dillon, 
New England Mutual, Minneapolis. S. A. El. 
kan, Massachusetts Mutual, Macon, Ga. S. H, 
Ellowitch, Massachusetts Mutual, Jersey City, 
W. J. Emmert, Jr., Prudential, Austin, Tex, 

C. A. Evans, New York Life, Wichita, Kan, 
R. M. Fee, Aetna Life, Kansas City. H. L. Fi- 
lene, New England Mutual, New York City, 
Louis Fish, Mutual Benefit, Joliet, Ill. C. A 
Floyd, New York Life, Santa Rosa, Cal. J. R, 
Flumerfelt, London Life, Calgary, Can. E. J. 
Foster, Massachusetts Mutual, Rochester, N. Y. 

Kansas 


J. J. Foster, Northwestern Mutual, 
City, Mo. F. C. Frampton, The T. Eaton Life 
Assurance, Winnipeg, Man., Canada. §, 


Freedman, New York Life, Lander, Wyoming. 
A. J. Gigliotti, Canada Life, Vancouver, B. C,, 
Canada. Maury Goosenberg, Massachusetts Mu- 
tual, Philadelphia. H. E. 


Mutual, Wichita, Kan. Hank Hamel, J. D,, 
Southwestern Life, Houston, Tex. 

S. L. Harris, Equitable Society, Chicago. A. 
B. Hastings, Massachusetts Mutual, Los An- 
geles. Robert Haw, New York Life, Fresno, 
Cal. H. R. Haynes, New York Life, Sacra- 
mento, Cal. T. W. Hicks, Equitable Society, 
Rocky Mount, N. C. H. R. Honaker, South- 
western Life, Wichita Falls, Tex. P. G. Hi 
Northwestern Mutual, Akron. A. M. Hunter, 
Jr., Crown Life, Atlanta. W. J. Irvin, Con- 
necticut General, Trenton, N. J. F. F. Jaeger, 
Jr., John Hancock Mutual, Columbus, O. C. A. 
Jorgenson, Midland National Life, Pipestone, 
Minn. W. H. Joslin, Jr., Connecticut Mutual, 
Providence, R. I. P. F. Kamens, Northwestern 
Mutual, Pittsburgh. R. D. Kaplove, Pruden- 
tial, Union City, N. J. N. D. Kass, Bankers 
National, Medford, Mass. 

S. M. Katz, Equitable Society, Scranton, Pa. 
F. J. Kettyle, London Life, Montreal. A. 
Labusohr, New York Life, Passaic, N. J. C. L. 
Lessi, New York Life, Santa Maria, Cal. Dick 
Levy, Pacific Mutual, Los Angeles. L. H. Linde- 
man, Equitable Society, Detroit. D. J. Lizotte, 
Massachusetts Mutual, Newark. H. J. Loechler, 
New York Life, Columbus, O. E. M. Lupean, 
New England Mutual, Pittsburgh. R. W. Lyon, 
New York Life, Georgetown, O. R. N. Me- 
Clure, New York Life, Ventura, Cal. H. A. Me- 
Geary, Mutual Benefit, Pittsburgh. N. P. 
Macelletti, United Life & Accident, Danbury, 
Conn. P. J. Maloney, National Life, Buffalo. 
D. B. Mayberry, New York Life, Los Angeles. 

Harry Maybrook, New York Life, Chicago. 
C. A. Mays, Jr., New York Life, Greenwood, 
Ss. C. H. B. Miller, Massachusetts Mutual, 
Springfield, Mass. F. E. Mock, Jr., New York 
Life, Detroit. A. L. Moniot, Equitable Society, 
Haddonfield, N. J. D. J. Montanaro, New York 
Life, New York City. J. W. Mooney, New 
York Life, St. Louis. C. S. Motz, Massachusetts 
Mutual, Atlanta. R. C. Mueller, New York 
Life, Delphos. F. R. Newman, Aetna _ Life, 
Grand Rapids, Mich. E. T. Nunnelley, Massa- 
chusetts Mutual, Birmingham, Ala. H. D. Olm- 
sted, New England Mutual, Pittsburgh. G. 0. 
Ovitt, Northwestern Mutual, Newark. S. L. 
Palles, Prudential, Chicago. U. A. Palo, Pru- 
dential, New Brunswick, N. J. 

W. S. Perkins, Amicable Life, Corpus Christi, 

Tex. D. C. Petersen, Beneficial Life, Ogden, 
Utah. L. B. Poletto, Aetna Life, San Francisco. 
F. R. Policare, Lincoln National, Pittston, Pa. 
Henry Poppe, Aid oc. for Lutherans, 
Laurie F. Pratt, Penn Mutual, Knoxville, Tenn. 
M. S. Reiman, New York Life, Oakland, Cal. 
M. A. Reimer, Amicable Life, Boling, Tex. 
H. W. Reynolds, Southwestern Life, Beau- 
mont, Tex. H. J. St. Laurent, New York Life, 
Bremerton. C. G. Scheid, New York Life, 
Cleveland. J. J. Schoenberg, New York Life, 
Akron. D. L. Schorlig, New York Life, 
Cal. L. R. Schuster, Jr., General American, El 
Paso. C. W. Scott, Massachusetts Mutual, 
Kansas City. 

J. M. Seay, Southwestern Life, Dallas. J. J. 

Soderman, 


Serra, Mutual Life, Shreveport. Kai 

New York Life, New York City. F. R. Sold- 
wedel, Massachusetts Mutual, Pekin, Il G. 
C. Stewart, Northwestern Mutual, Schenectady. 
O. F. Stoughton, Mutual Sa 

Ga. D. E. Stull, Mutual Benefit, Dayton. R. s. 
Summerhays, New York Life, Pasadena. H. 8. 


Til. . Tarr, New Yor! c rd, Cal. 
G. C. Thompson, Northwestern Mu York, 
Pa. B. J. Todorovich, Provident Mutual Life, 
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Detroit. R. O. Trent, Massachusetts Mutual, 
Oklahoma City. Moo-Kit Tsui (Miss), Pruden- 
tial, New York City. : 
J. A. Utz, Kansas City Life, Pittsburgh. J. B. 
vetrano, California-Western States, Houston. 
J, K. Wade, New York Life, Beeville, Tex. 
L. E. Weingarten, Union Casualty & Life, 
Brooklyn. F. H. White, Massachusetts Mutual, 
Buffalo. P. E. Wil:mann, Great Southern Life, 
. K. G. Witt, Prudential, Lincoln, Neb. 
Portland, Ore. 
Tyler, Tex. 








State Mutual Issues 
Non-Can’ Level Premium 
Family Hospital Plan 


State Mutual Life is issuing a family 
hospital expense plan to complete its 

rtfolio of non-cancellable S&A con- 
tracts. It is guaranteed continuable at 
a guaranteed level premium to age 65, 
is participating, has a 3l-day grace 
period, and is incontestable after two 
years. Husband, wife and all unmar- 
ried children between ages two weeks 
and 19 years are eligible if the family 
head is under age 60 at issue. 

The policy may be written for from 
$5 to $15 daily to cover hospital room 
and board up to the daily maximum 
benefit up to 90 days. Hospital con- 
finement services are paid for up to 10 
times the daily benefit and accident 
outpatient emergency treatment up to 
three times the daily rate. 

There is also a surgical expense 
schedule and an in-hospital medical 
expense rider that provides up to $200 
for an operation or up to $3 a day, 
with a $100 maximum, for professional 
treatment during any one continuous 
period of hospital confinement. 

It is generally issued on a non- 
medical basis, but the company re- 
serves the right to require an examina- 
tion. 





Tenn. Congress to Make 


Stops in Four Cities 


Tennessee Assn. of Life Underwriters 
will present its annual sales congress 
this year on successive days, beginning 
April 19, at Memphis, Nashville, Chat- 
tanooga and Knoxville. 

H. P. Gravengaard, executive editor 
of the Diamond Life Bulletins, will 
outline a practical business insurance 
approach; J. L. Turner, field trainer in 
Georgia for Interstate Life & Accident, 
will discuss the combination agent in 
today’s market, and O. Alfred Granum, 
Northwestern Mutual Life, Amery, 
Wis., will tell how he programs the 
small estate. A. J. Lewallen, general 
agent in Miami for Mutual Benefit 
Life, will talk on satisfactions of career 
underwriting at the Nashville, Chatta- 
nooga and Knoxville meetings, and 
this topic will be taken over at the 
Memphis session by William T. Earls, 
Cincinnati general agent for Mutual 
Benefit Life. 


Equitable to Run 
13 Pension Forums 


Equitable Society during May is 
holding a series of pension forums in 
11 major cities for group annuity cli- 
ents and agents handling these cases. 

To a greater extent than at previous 
Equitable forums, emphasis will be 
on eliciting views from the employers, 
although there will be considerable 
presentation of materiai by Equitable 
experts. Sessions will run all day and 
the group will be guests of the com- 
pany at luncheon. There will be two 
forums in Chicago and in New York 
City. Forums will also be conducted 
in Detroit, Kansas City, San Francisco, 
Los Angeles, New Orleans, Philadel- 
Dhia, Washington, Pittsburgh, and 
Boston. 





Conn. General Opens New Oftice 


Connecticut General Life has opened 
4 new downtown district office at 1012 
Baltimore avenue, Kansas City, with 
G. William Boulware in charge. Mr. 
Boulware, who joined the company in 
1948, has been an agent at Kansas City. 
He is a repeating qualifier for Million 
Dollar Round Table membership. 





UM 


N. Y. Daily News Plays 


up Bender's Proposal 

William H. Bender Jr., National 
Life of Vermont, New York City, has 
made a suggestion for New York City 
to ‘increase city revenue and to ease 
the traffic problem that was featured 
in a lead editorial in the New York 
Daily News. His suggestions were made 
in a letter to the editor, which the News 
said was one of the most stimulating 
the department has received in a long 
time. 

Mr. Bender wrote that the site of the 
main circulation branch of New York 
City public library and Bryant park, 
the area between Fifth avenue, Sixth 
avenue, and 40th and 42nd streets, was 
some of the most valuable real estate 
in the world, and none of it was pro- 
ducing any taxes. He suggests erecting 
a giant office building which would 
encase the present library and yet 
leave room for it to expand. Part of 
the revenue from the building would 
go to the library to make it self-suf- 
ficient as well as making it the finest 
library imaginable. 

He also suggests underground “sub- 
walks” and “sub-driveways” between 
Pennsylvania station, at Eighth avenue 
on 34th street, and Grand Central 
terminal, at Park aveunue on 42nd 
street, and between the East Side 
and West Side highways, in the mid- 
town section. The “sub-walks” could 
be moving belts for foot passengers, 
he suggests. This he believes. would 
help eliminate the traffic congestion. 

The News stated it was in no way 
committed to any of the ideas, but said 
they did stir the imagination. It also 
suggested that the ideas be “kicked 
around by anybody and everybody 
who is interested in making New York 
City a more livable city, and in increas- 
ing its revenue by. more and more ef- 
ficient use of its taxable real estate.” 


Ohio Senate Passes Bill 
to Strengthen A&H Laws 


The Ohio senate has passed a bill to 
strengthen insurance laws pertaining to 
A&H. The bill would give the superin- 
tendent the right to fine an insurance 
man for issuing any A&H policy on a 
form not approved bv the department, 
or for violation of other laws dealing 
with A&H. The fine would range from 
$100 to $1.000 against insurers and 
$25 to $200 against agents. solicitors 
or brokers. The superintendent would 
also have the right to susvend licenses. 

There are some questions as to the 
legalitv of the measure, and it is ex- 
vected that there will be amendments 
in the house. 


Has $90 Million Ist Quarter 


Great-West Life recorded more than 
$90 million of new sales during the first 
three months of 1955. tonning last 
vear’s figures bv 5%. March sales of 
$24 million represented a gain of 10% 
for the month. 

The California agencies. with com- 
bined volume of $6,100.000. led all 
branches in first quarter vroduction. 
The Earl M. Schwemm agencv in Chi- 
cago, with almost $2 million in new 
sales. led branches in March vroduc- 
tion. R. L. Thorpe. Indianavolis. placed 
$414.000 of new business in March to 
top individual agents. 











Tell Insurance Job Chances 


Career opportunities in insurance 
were described to a midwestern televi- 
sion audience bv a grounv of Chicagoans 
over Station WBBM-TV there. 

Appearing on the “Choose Your 
Career” program were Ernest C. Went- 
cher, Equitable Society manager: ov 
M. Luidens, executive secretary of Chi- 
cago Assn. of Life Underwriters; James 


W. Errant, president of Municipal Ins. 


Co. of Chicago, and Warren Browne, 
associate professor of finance at North- 
western University. 





Commonwealth Campaign 
for Boyd Sets New Record 


Continuing a tradition established in 
1941, the field force of Commonwealth 
Life in March dedicated its production 
to President Morton Boyd and broke 
all previous production records. Total 
volume was 19% greater than for the 
1954 campaign and nearly eight times 
greater than that submitted during the 
1941 campaign. 

Five agencies produced more than $1 
million in the month, led by the John 
C. Grubb agency at Ashland, Ky. 





Conn. Mutual Gains 


Connecticut Mutual Life’s. sales 
totaled $107,288,000 for the first quar- 
ter, up $15 million. March sales were 
$38,686,000, exceeding the record set in 
January by $1 million. Total new busi- 
ness also set a record. Fifty-nine of the 
company’s 80 general agencies made 
gains in the first quarter. 





e Austin (Tex.) Life managers were 
addressed by H. A. Buchanan, New 
York Life manager there. 
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ALC Regional Meet 
Covers Wide Range 
WASHINGTON—Federal income 


taxation of life companies, taxation of 
annuities, and regulations affecting 
annuities under the new internal rev- 
enue code were among the topics dis- 
cussed at the eastern regional meeting 
of American Life Convention. 

Conferees also discussed investiga- 
tion of union welfare funds and pos- 
sible federal laws to regulate them, the 
Hoover commission report on medical 
services, health reinsurance and allied 
legislation, state and local taxation, 
including premium levies and munici- 
pal fees, variable annuities and invest- 
ments, and legal questions on policy 
forms, premiums, reserves, and wheth- 
er Korean fighting was a “war’’. 

Ralph Kastner, ALC general counsel, 
reported on 1955 state legislation. 

A discussion was held on farm mort- 
gage lending, valuation of securities, 
current trends and private placements. 
The Langer committee report on credit 
life was discussed, with the suggestion 
that the McCarran act might be sub- 
ject to change if states do not regulate 
insurance adequately. 











Everyone is excited 
= about Berkshire Life’s 





Be Sis Sea ial 


Business INSURANCE KIT 





... especially the Berkshire Life agents who 
now approach the sale of highly profitable 
business insurance with the same confidence 


poration. 


This is another of the fine “sales tools” Berkshire Life provides 
its field force as part of its complete sales promotion program. 


KEEP YOUR EYE 


as more familiar life coverages. This compact, 
uncomplicated kit is organized to sell the 4 i: 
major types of business insurance: Key Man, 
Sole Proprietor, Partnership and Close Cor- 
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Pru Says Variable Annuities in Insurer Realm 


(CONTINUED FROM PAGE 1) 





that variable annuities are going to be 
sold, and fairly soon, from some 
source,” said a recent Prudential mem- 
orandum. “The trained agency force of 
established life insurance companies 
are in the best position to sell such 
variable annuities as a logical segment 
of their responsibility for analyzing 
and understanding financial require- 
ments of American families for a long- 
term period. It would seem that the 
public would be better protected by 
the sales of these plans by agents who 
also sell conventional fixed-amount 
plans than by the sale of these plans 
by agents who are selling nothing but 
variable plans and who would thus 
have the overriding personal incentive 
to slant all sales arguments in favor of 
the variable type plan exclusively. 

“Of even greater importance, per- 
haps, is the fact that these life in- 
surance agents are subject to the 
regulatory requirements of state in- 
surance departments. State laws and 
regulations prohibiting misrepresenta- 
tions, false advertising, twisting, etc., 
will afford protection in the sale of 
variable annuities by licensed insur- 
ance agents.” 

e e e 

Prudential points out that the fact 
that many people are concerned about 
the purchasing power of their savings 
is increasingly apparent, that the pro- 
portion of income spent on insurance 
has been very stable since 1941 but in 
this period other forms of savings have 
been increasing at a rapid rate. In 
recent years, savings in corporate se- 
curities have risen percentagewise al- 
most six times as much as life insur- 
ance savings. Open-end mutual funds 


have grown more than twelvefold in 
15 years, from approximately $448 mil- 
lion in 1940 to an estimated $5.5 bil- 
lion at the end of 1954, while assets 
held by banks in common trust funds 
have increased almost 600 times in the 
last 15 years, Prudential points out. A 
recent survey showed that common 
stocks constituted 44.7% on the aver- 
age of those trusts for which port- 
folios were available. 

“Mutual funds are no substitute for 
a variable annuity contract, since there 
is no way for a mutual fund to guaran- 
tee distribution of a principal sum over 
the full lifetime of a participant,” Pru- 
dential point out. “Actuarial determin- 
ations with use of mortality tables are 
not within the authorized functions of 
mutual funds or within the area as to 
which they are regulated by public 
authority. Aside from the emphasis on 
common stocks in the investment fund, 
the predominant feature in a variable 
annuity is an actuarial, risk-pooling 
feature. Granting of annuities is a life 
insurance company function. And it is 
appropriate that such companes should 
be in a position to use the variable type 
of contact for group and individual an- 
nuities and as an alternative feature of 
certain of their existing contracts such 
as settlement options.” 


The use of variable annuities as a 
means of overcoming the serious com- 
petitive disadvantage under which 
life insurance companies labor in the 
group annuity field is also discussed in 
Prudential’s memorandum. Until recent 
years, investment in common stocks 
was often considered to be too specula- 
tive for retirement programs but now 
common stocks have attained an entire- 
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ly new standing in the investment 
world. Employers are seeking the high- 
er yields and the opportunity for capi- 
tal appreciation available through self- 
administered or trusteed pension plans 
which are free to invest large propor- 
tions of their assets in common stocks. 


In support of its argument for the 
need of an annuity based on equities, 
Prudential points out that leading 
economists acknowledge a_ persistent 
long-term tendency toward lowering 
the value of the dollar and many pre- 
dict this will continue. Since 1900 
prices have risen an average of 2% 
a year. The performance of stocks 
during the first half of this century 
indicates that variable annuity con- 
tracts will be highly effective in serv- 
ing as a hedge against inflation, for 
during that period the average annual 
yield of common stocks listed on the 
New York Stock Exchange was 4.9% 
and they increased in value about 2.3% 
per year on the average. 

Prudential’s plan calls for the es- 
tablishing of a segregated account to 
be known as the variable contract 
account, the assets of which might be 
invested to a large extent in common 
stocks and other equity securities. A 
company operating such an account 
would issue special types of contracts 
such as variable annuities, under which 
agreements would vary in _ dollar 
amounts so as to reflect the invest- 
ment results of the account. The per- 
son buying a variable annuity, for 
example, would not receive a contract 
guaranteeing to pay him a certain 
number of dollars but instead he would 
be creditied with a certain number of 
units which would in effect represent 
his share of the value of the assets 
in the special account. 


When he became entitled to bene- 
fits the units payable to him would be 
converted as they became due into the 
current dollar values. The value of the 
assets in the special account would be 
the yardstick for determining these 
dollar values. Distributions would be 
based upon actuarial application of 
mortality tables and would be within 
the scope of accepted responsibilities 
and function of life companies. 

Incidentally, the earnings of the 
fund would determine the payments. 
There has been some misunderstand- 
ing as to what yardstick would govern 
the payments. Some have understood 
that payments would be based on some 
sort of cost-of-living index but this is 
not so. If the future follows past exper- 
ience, a 50-50 investment in fixed dol- 
lar annuities would produce an in- 
come that would keep step quite close- 
ly with living costs. 


Groundwork Is Laid for 


Bureau, Conference Merger 
(CONTINUED FROM PAGE 3) 
dissolution of their organizations and 
distribution of their assets. It is con- 
templated that the amended constitu- 
tions would require dissolution of both 
organizations at the expiration of some 
fixed period, such as six months after 

the date of their special meetings. 
The plan contemplates that the board 
of directors of the new association 
would be responsible for securing the 
staff, establishing the location of of- 
fices, and fixing the date for putting 
the new organization into operation. 
The report recommends the election 
of a public relations committee from 
the new organization to determine pol- 
icy for a public relations organization, 
with the funds for the program being 








S. B. Parker, right, retiring general 
agent for Bankers Life of Nebraska in 
Nebraska City, shown receiving a dia- 
mond ring from C. H. Heyl, vice. 
president and agency director, for his 
20 years’ service as general agent and 
nearly 40 years with the company. At 
the left is his son, Fred Parker of Ne. 
braska City. S. B. Parker will continue 
in personal production with Bankers 
and will be associated with his son’s 
agency. A lifetime member of the com- 
pany’s consecutive weekly production 
club, he guided the Nebraska City 
agency to ranking in the top 10 of all 
Bankers’ agencies for seven straight 
years though in competition with 
agencies of far greater size. 








the responsibility of the new executive 
board. 

The merger proposal was developed 
by the joint committee’s task force No. 
1, which was given a two-point res- 
ponsibility (1) Designing a stream- 
lined A&H trade association. (2) Plan- 
ning and implementing an industry- 
wide public relations instrumentality. 
The detailed plan was constructed by 
a subcommittee headed by Wendell 
Milliman, New York Life. 


Members of the task force are W. L. 
Bates, Fidelity & Casualty; R. Howard 
Dobbs Jr., Life of Georgia; Jay C. Hig- 
don, Business Men’s Assurance; R. L. 
Maclellan, Provident Life & Accident; 
John Moyler Jr., Life of Virginia; H. 
Ladd Plumley, State Mutual Life; 
James E. Powell, Provident Life & Ac- 
cident; J. Henry Smith, Equitable So- 
ciety; Travis T. Wallace, Great Ameri- 
can Reserve; Graham Watts, Royal- 
Liverpool; Mr. Millman, and H. Lewis 
Rietz, Great Southern Life, chairman. 

Besides the conference and bureau, 
trade associations represented on the 
joint committee are American Life 
Convention, American Mutual Alliance, 
Assn. of Casualty & Surety Companies, 
Life Insurance Assn. and Life Insurers 
Conference. 

The bureau has 94 member com- 
panies, of which 57 are casualty in- 
surers, 34 life and three A&H only. The 
conference has 200 plus members, di- 
vided as follows: 122 life, 34 casualty, 
34 A&H only, the balance consisting of 
reciprocals, reinsurers a fraternal, etc. 





Hosch and Roederer to 
Phoenix Mutual Posts 


Phoenix Mutual Life has appointed 
Orval A. Hosch and Edward L. Roeder- 
er managers at New York City and 
Oklahoma City, respectively. Mr. Hosch 
replaces Alvin H. Polley Jr., named su- 
pervisor of agencies in the northeastern 
states. Mr. Roederer replaces Frederick 
J. Connor, who will supervise agencies 
in the southeastern states. 

Mr. Hosch joined Phoenix Mutual 
Life at Milwaukee in 1950. He has been 
field manager at the home office since 
1952. Mr. Roederer, who joined the 
company in 1952, served in Kansas City 
and Chicago before being promoted to 
field manager in the home office. 
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Windsor Sees ‘55 as 
Nation’s 2nd Best Year 


James H. Windsor, financial vice- 
president of Equitable Life of Iowa, 
predicted 1955 would be second only to 
the boom year of 1953 in addressing 
130 executives at Washington attending 
the second of three American Life 
Convention regional meetings. The 
series was opened at Des Moines and 
will close with a New Orleans meeting 
April 18-19. 

Mr. Windsor, who is chairman of the 
ALC financial section, said “Last year 
we were worrying about how to stem a 
recession. This year we are concerned 
about how much further the upsurge in 
business can carry without faltering.” 
He listed as the four most important 
factors in the business upturn the end- 
ing of a period of liquidation of busi- 
ness inventories, a definite increase in 
consumer buying, a boom in the auto 
industry and a marked upsurge in 
building of all types. 

Possible limiting factors in the over- 
all business picture, according to Mr. 
Windsor, are the high volume of con- 
sumer credit, the all-time high in 
mortgage debt and the inevitability of a 
slowing down in the auto industry. 
“These factors indicate that repayment 
of these debts depends on the mainte- 
nance of prosperity and of employment. 
In view of the stated policy of the ad- 
ministration, and the fact that 1956 will 
be an election year, we can expect the 
government to take all steps possible to 
prevent any sharp curtailment of busi- 
ness.” 

Referring to the outlook for interest 
rates in view of the current policy of 
neutrality of the federal reserve, Mr. 
Windsor commented that authorities 
“have made it abundantly clear they 
are determined to use a flexible credit 
policy as a tool for promoting economic 
stability and growth. In view of the 
present situation and prospects, it ap- 
pears that the upward pressure on 
long-term interest rates will persist 
during the months ahead.” 

The two-day regional meetings fea- 
ture an informal program of off-the- 
record discussions of current problems 
affecting life insurance. Claris Adams, 
executive vice-president and general 
counsel of ALC, is presiding. 





General American Names 
Gilles in Central Ohio 


General American Life has opened a 
new central Ohio agency, to be head- 
quartered in Co- 
lumbus and headed 
by James E. Gilles 
as general agent. 
Abe A. Wolman, 
who for more than 
25 years has 
headed a General 
American unit at 
Columbus, will 
continue with the 
company there as 
associate general 
agent. 

Mr. Gilles en- 
tered insurance in 
1946 as an agent 
for Penn Mutual Life at Cleveland. 
Two years later he went with Reliance 
Life as an assistant manager, transfer- 
ring to Lincoln National when it took 
over Reliance. Since 1950 he has been 
Ina partnership general agency of Lin- 
coln National at Miami. He is a gradu- 
ate of the LIAMA management school. 


Pespeey 





James E. Gilles 





Names Pitzer, Jenkins 


Occidental Life of California has 
named Joseph M. Pitzer general agent 
of a new agency at Kennewick, Wash., 
and Gordon V. Jenkins brokerage man- 
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ager of a new branch at Whittier, Cal. 

Mr. Pitzer, secretary of Tri-City Life 
Underwriters Assn., has been an agent 
at Kennewick for Provident Life since 
1952. Mr. Jenkins has been agency ad- 
ministrative assistant in the home of- 
fice. He joined Occidental in 1936 and 
for a while was assistant manager at 
San Francisco. He is a son of the late 
Verne H. Jenkins who was senior vice- 
president and vice-chairman of Oc- 
cidental. 


N. Y. Supervisors Slate - 


Orshan for President 


Joseph Orshan, Equitable Society, 
has been nominated to succeed E. B. 
Eichengreen, Prudential, as president 
of New York City Life Supervisors 
Assn. 

Other nominees are Earle Y. Dun- 
canson, Connecticut General, 1st vice- 
president; Herbet Frankford, Berkshire 
Life, 2nd vice-president; Edward J. 
Curtin, Prudential, secretary; Paul 
Goodman, Union Central, Joseph L. 
Bachman, Manhattan Life, Albert Ditt- 
man, Northeastern, E. J. McCamphill, 
Aetna Life, and Murray Waldman, Se- 
curity Mutual Life, executive commit- 
tee members for three years. Officers 
will be elected in May and take office 
in June. 

Edward King, president of Hooper- 
Holmes Bureau, Inc., spoke at the April 
luncheon meeting. He said his com- 
pany received an average of only one 
complaint a month from persons under 
investigation. The company, operating 
on a policy of not backing down, has 
been to court over two complaints, 
winning one case and losing the other. 
Hooper-Holmes carries insurance to 
cover itself in these cases, he said. 


Jefferson Standard Law 
Post to D. Q. Taylor 


Donald Q. Taylor has been appointed 
assistant general counsel of Jefferson 
Standard Life’s newly-formed legal 
department, effective May 1. Mr. Tay- 
lor has been engaged in private law 
practice in Louisville since 1937. He 
is vice-chairman of the life insurance 
law committee of American Bar Assn. 
He is the son of the late Charles G. 
Taylor, who was president of Metro- 
politan Life at the time of his death 
in 1953. 


Commonwealth’s ‘54 Sales 
in Ky. Exceed $85 Million 


Commonwealth Life’s sales of ordi- 
nary and weekly premium insurance in 
Kentucky in 1954 totaled $85,143,063. 
According to the company, this ex- 
ceeded the combined sales in Kentucky 
for any other two life insurers. 

The Kentucky new business total 
represents a gain over 1953 of $31,476,- 
346, exceeding the combined increase 
of the next two companies. Of 135 life 
insurers now operating in Kentucky, 
Commonwealth is the leader in insur- 
ance in force with $375,235,459. 


P. F. Mann to Bankers, Ia. 


Paul F. Mann has been named man- 
ager of a new Bankers Life of Iowa 
agency at San Angelo, Tex. 

Mr. Mann originally joined Bankers 
in 1948 as an agent at San Antonio. 
The following year he became general 
agent at San Angelo for Western Re- 
serve Life, later purchased by Great 
National Life. He is a past president 
of San Angelo life underwriters and 
A & H associations, and also has served 
as a director of the state A&H asso- 
ciation. He currently is president of 
Southwest Texas General Agents & 
Managers Assn. 











Chicago Directory Printed 

Chicago A&H Assn. has gotten out its 
directory for 1954-1955. In it are listed 
the officers, all the members, together 
with their company affiliations and ad- 
dresses, and the constitution of the as- 
sociation. 


“44 Year of Gains for 
Fidelity Life, Illinois 


Fidelity Life of Illinois had one of its 
greatest years in 1954, insurance in 
force increasing to $70,506,074, a gain 
of $2,648,723. 

Assets increased to $19,501,072, up 
$857,731. Contingency reserves and un- 
assigned funds rose to $2,306,089. 

Benefit payments of $1,106,292 
brought the total of such payments 
since organization to $48,373,221. The 
mortality ratio of 41.4% was the lowest 
in the company’s history. The 1955 di- 
vidend scale will result in an increase 
of approximately 50% on current pol- 
cies and 100% on old policies. 


N. C. Law Prohibits 


Survivorship Funds 


The North Carolina legislature has 
enacted a law which prohibits sur- 
vivorship funds in life insurance pol- 
icies. The purpose of the law is to 
prevent what one legislator termed 
“Russian roulette” type policies, in 
which 15 to 20 persons contribute the 
premiums of a life insurance policy 
and the one who lives the longest 
collects. It also prohibits policies 


which provide for payment of bene- 
fits on the death of a person not speci- 
fically named in the policy. 


Wynn Heads W. Va. Agency 
for Midland Mutual Life 


Midland Mutual Life has appointed 
W. Phil Wynn general agent at Blue- 
field, W. Va. 

Mr. Wynn formerly was. district 
manager for Jefferson Standard Life. 
He had previous experience with Peo- 
ples Life and Pacific Mutual Life. 


Sales Set March Record 


Northwestern Mutual Life had the 
largest March sales in its history with 
$54.5 million of paid for, a 14% gain 
over last year. For the first quarter, 
the company sold nearly $144 million 
to top the previous high made last year 
by 5.6%. 











Mutual Benefit's Taxes Decreased 

Because of the insurance tax relief 
laws of 1945 and 1950, Mutual Benefit 
Life this year will pay $413,068 less in 
franchise taxes to the city of Newark 
than it paid last year. Prudential’s 
franchise tax bill will be $171,845 more 
this year than last. 





EVERYONE'S 


TALKING! 


OUR GENERAL AGENTS— 
ABOUT CROWN LIFE’S 
—Lower rates 
—New Policy Plans 
—Greater Opportunities 





BROKERS AND SURPLUS WRITERS — ABOUT CROWN LIFE’S 
—Ability to provide the extra services they need. 


POLICY OWNERS — ABOUT CROWN LIFE’S 


—Low cost protection 


—Understandable policies 


—Our outstanding record of achievement 


For comparisons at a glance — ask for Crown Life’s dial-a-rate card 
—rates at all ages for most plans with a flick of the finger. 


We are talking about further expansion. 


CROWN LIFE 


INSURANCE COMPANY 
HOME OFFICE, TORONTO, CANADA 


Over One Billion in force in our 53rd year 


Licensed in: Alabama, Alaska, Arizona, Arkansas, California, 
Colorado, District of Columbia, Florida, Georgia, Hawaii, 
Idaho, Indiana, Kansas, Louisiana, Maine, Maryland, Michi- 
gan, Minnesota, Mississippi, Missouri, New Jersey, New 
Mexico, North Dakota, Ohio, Oregon, Pennsylvania, Puerto 
Rico, South Carolina, Tennessee, Texas, Vermont and Wash- 


ington. 
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Ohio Farm Bureau Life 
Opens Department Store 


Insurance Sales Counter 

WASHINGTON, D. C.—Ohio Farm 
Bureau Life this week began selling 
life insurance here over a department 
store counter. Sales counters for the 
Farm Bureau life and property com- 
panies were opened in the Hecht Co. 
stores in this area. 

“For the first time, all forms of in- 
surance will be sold just as are shoes, 
dresses, or nylons,” stated Bowman 
Doss, executive vice-president of the 
Farm Bureau companies. “The depart- 
ment store sales technique will make 
our services available to more people,” 
he said. ‘Many will stop in at Hecht’s 
to pick up policies or talk with our 
agents, whereas it wouldn’t occur to 
them to visit a neighborhood office or 
thumb through a phone book.” 

eo o e 

The companies expect to sell 5,000 
policies through the new method during 
the coming year, 25% on the spot and 
the rest as a result of leads customers 
give the agents in the store. If success- 
ful, Mr. Doss said similar arrangements 
will be made with other department 
stores throughout the country. 

Agents in the stores will offer policy- 
holder service such as address and ben- 
eficiary changes, premium payments 
and even preparation of claim reports. 
To boost the service counters will be 
located on the first floor. 

The companies are placing ads in 
Washington media and sent an an- 
nouncement to all Hecht’s customers. 
A department store official said the 
Hecht company has not entered the in- 
surance business but is “simply renting 
space to the Farm Bureau.” 


All American Casualty 
Entry in Life Field OKd 


Entrance of All American Casualty 
into the life insurance field and re- 
moval of its home office from Chicago 
to suburban Park Ridge was approved 
at a meeting of stockholders. Robert 
S. Davis of Ramsey, Ind., prominent in 
the oil business and owner of radio 
stations, and L. D. Kern of Delray 
Beach, Fla., a brother of the late pres- 
ident of All American, M. L. Kern, 
were elected to the board. 

All American’s premium income for 
the first quarter of 1955 was $339,835, 
a gain of 69% over the same 1954 pe- 
riod. Started in 1951, the company has 
been exclusively an A&H insurer. 


Equitable, Iowa, Registers 
Best Sales Month in March 


Equitable Life of Iowa registered its 
greatest single month’s production in 
March with paid business of $16,512,- 
757, an increase of 7.3% over the same 
month of 1954. Paid sales for the first 
three months reached a new high of 
$37,945,317, a 14% gain. 

The Q. Rice Cowman agency at Har- 
risburg led all agencies in production 
during March. 


NALU Publishes Revised 
‘Anti-Tontine’ Bill 


National Assn. of Life Underwriters 
has sent, with the current issue of its 
Wheelhorse Newsletter, its “anti-Ton- 
tine” bill, including the revision adopt- 
ed at the midyear meeting at Colum- 
bus, O. The change is the insertion of 
the words “other than a beneficiary” 
in the last sentence of the bill. The 
revised bill now reads: 

“No life insurance company shall 
hereafter deliver in this state, as a 
part of or in combination with any 
insurance, endowment or annuity con- 








tract, any agreement or plan, addition- 
al to the rights, dividends, and benefits 
arising out of any such insurance, en- 
dowment, or annuity contract, which 
provides for the accumulation of prot- 
its over a period of years and for pay- 
ment of all or any part of such ac- 
cumulated profits only to members or 
policyholders of a designated group or 
class who continue as members or pol- 
icyholders until the end of a specified 
period of years. Nor shall any such 
company deliver in this state any in- 
dividual life insurance policy which 
provides that on the death of anyone 
(other than a beneficiary) not specif- 
ically named therein, the owner or 
beneficiary of the policy shall receive 
tne payment or granting ot anything 
of value.” 


Strike Keeps Railroad 


Group Plan in News 


LOUSIVILLE—Going into its fifth 
week, the strike of both operative and 
non-operative workers of Louisville & 
Nashville railroad and its subsidiaries 
is considered the longest and largest in 
which the matter of welfare and em- 
ploye insurance has played a signifi- 
cant role. 

The road has made some progress in 
restoring freight shipments. Strikers, 
according to reports, are resorting to 
manhandling reporting workers and to 
property damage. Many thouands of 
workers employed by industries on the 
lines are the chief sufferers, especially 
coal companies and their workers. 
Chances of a settlement remain dim. 

The L.&N. has refused to install the 
giant railroad group plan underwritten 
by Travelers and covering some 500,000 
employes. Most principal roads have 
agreed to the plan. 

In an open letter to the President 
and Congress run as a full page news- 
paper advertisement, a committee of 
L.&N. clerks claims the majority of 
non-operating L.&N. employes does not 
want to be “forced to contribute to a 
health and welfare plan which costs 
each worker $1.55 more a month than 
an equally beneficial plan available on 
a voluntary basis.” The ad states “un- 
ion. officials want to force us to con- 
tribute to a plan costing more than a 
voluntary plan offered by L.&N.” 

Under the union plan underwritten 
by Travelers the railroads contribute 
$3.40 monthly per employe, with an 
equal employe contribution. The ad 
notes that of the total, 85 cents would 
go to a special account, “the purpose 
of which has. never been made clear. 
We presume it is for some purpose 
wanted by the union officials.” 

The L.&N. insurance plan was turn- 
ed down by union officials. The union 
contends insurance is a minor strike 
issue. 


NFC Proceedings Mailed 


The report of the proceedings of the 
68th annual meeting of National Fra- 
ternal Congress, held at Atlantic City 
Sept. 27-30, 1954, has been published 
and mailed. 

Included in the 150-page report are 
the various constitutional amendments 
adopted at the Atlantic City meeting. A 
directory of presidents and secretaries 
of member societies is appended. 


Linton, McHaney SS Speakers 

M. Albert Linton, chairman of Prov- 
ident Mutual Life, will preside at an 
insurance and economic security lunch- 
eon meeting of U. S. Chamber of Com- 
merce at its annual session May 3 in 
Washington. Powell B. McHaney, pres- 
ident of General American Life, will 
speak on voluntary individual action. 


e D. G. Ligget, administrative assist- 
ant of Southland Life, addressed a 
meeting of San Antonio Life Managers 
Club. 








Alabama Passes Law 
to Boost Premium Tax 


Despite opposition trom lite compa- 
nies, the Alabama legisiature passed 
a bill to levy a Maximum 3% premium 
lax against out-oli-state companies with 
less than 1% otf total assets invested 
in the state. ‘Ine tax scale is graduated 
down to a 2% minimum for companies 
with 10% or more ot total assets in- 
vested in Alabama. A one-half of 1% 
tax will be placed on all domestic 
company premiums. 

The bill, backed by Gov. Folsom, is 
one of five designed to provide revenue 
for increased oid age pensions. A flat 
5% tax on premiums of ail domestic 
and out-of-state companies was pro- 
posed when the legislation was intro- 
duced. After hearings, the house com- 
mittee on finance and taxation re- 
ported the biil out with the maximum 
3% tax on out-of-state life companies 
and three-tenths of 1% on domestic 
company premiums. 

The former premium tax on out-of- 
state companies was a 2.5% maximum, 
graded down to 1.5%. 

@ e e 

Charles W. Campbell, vice-presi- 
dent of Prudential, Robert L. Hogg, 
senior vice-president of Equitable So- 
ciety, Milton Ellis, assistant vice-presi- 
dent of Metropolitan Life, and James 
K. Honey,. assistant general counsel 
of Life Insurance Assn. of America, 
opposed the proposed tax increase be- 
fore the house and senate finance and 
taxation committees. They said the 
Alabama tax might cause other states 
to follow suit, causing an increase 
in insurance rates. Out-of-state in- 
vestors would be discouraged from en- 
tering Alabama, and other states’ re- 
taliatory laws would hamper growth 
of Alabama insurance companies. 

M. L. Heaton, president of Alabama 
Fraternal Congress, opposed the bill, 
saying fraternals are exempt from pre- 
mium taxes in every state. Only fra- 
ternals not regulated by the insur- 
ance department will be exempt under 
the new law. 

In effect, the new law will cause 
about 80% of the out-of-state life 
companies to pay a 2.9% premium tax 
based on the amount of Alabama in- 
vestments. A few will pay 3% and a 
few will pay less than 2.9%. 





Iowa Production Club 
Elects Pickford President 


R: H. Pickford Jr.; Northwestern Mu- 
tual Life, Cedar Rapids, was elected 
chairman of Iowa Quarter Million Dol- 
lar Club at its annual meeting in Des 
Moines. 

Gerald Malone, New York Life, 
Ames, was named lst vice-chairman; 
Virgil Folkers, Lutheran Mutual Life, 
Waverly, 2nd vice-chairman, and Nor- 
man Ackerman, Equitable Society, 
Des Moines, secretary. 


Conn. SBLI Up 16% 


Connecticut savings banks writing 
life insurance issued a total of $2,851,- 
451 of ordinary in 1954, an increase of 
16%. Life insurance in force rose to 
$25,759,681, up 13%. Individual pol- 
icies in force amount to $20,459,531; 
group is $5,300,150. 

The Connecticut SBLI system re- 
cently started issuing credit insurance. 








Defer Pa. Legislature Dinner 

HARRISBURG—Date of the Penn- 
sylvania legislative dinner has been 
changed to Apr. 25 to permit Gov. 
Leader to attend. Lt. Gov. Furman and 
Commissioner Smith also will be 
guests. 


Indiana Sales Caravan 
Draws 950 at 3 Stops 


The annual caravan sales congress 
sponsored by Indiana Assn. of Life 
Underwriters made stops in South 
Bend, Indianapolis and Evansville 
drawing an attendance of approxi. 
mately 950. 

Francis Davis, Indianapolis Life gen. 
eral agent at Marion, president of the 
Indiana association, addressed lunch. 
eon sessions and the congress speakers 
were Lester O. Schriver, managing 4j- 
rector of NALU, Stanley Collins, Met. 
ropolitan, Buffalo, NALU vice-presj. 
dent, and V. W. Kelley, Amicable Life 
San Angelo, president of the Texas as. 
sociation. 

The problems faced by agents in 
Indiana are not the result of inade. 
quate legislation, according to Mr. Da- 
vis. “We don’t need more laws, we 
need enforcement of those already on 
the books.” 

Mr. Davis reported that in 1953, lat. 
est year for which figures are ayvail- 
able, there were 425 agents of one 
credit insurer in the state and they 
wrote more than $78 million of new 
business compared with $39 million 
written by the 525 agents of Metro. 
politan. He charged that a check of in- 
surance department records indicated 
not one of the agents of the credit in- 
surer completed an approved course of 
study, as required by Indiana law, for 
a permanent license. All too often, he 
continued, there are instances of the 
many new companies formed in Indi- 
ana in the past several years using sales 
tactics which confuse the public and 
reflect on the business. He called for 
resolute Opposition to such practices 
trom association members. 

o e e 

Life insurance is the only property 
which meets all the specifications for 
“good property,” Mr. Kelley averred, 
He listed the specifications as safety, 
provision of income for the family if a 
man dies too soon, or for himself dur- 
ing retirement years. 

Mr. Collins declared the debit agent 
has a particularly important function 
in the economic system. His prospects 
are those persons in lower income 
groups, a class inadequately served by 
ordinary agents. “Without the services 
of a debit agent,” Mr. Collins stated, 
“The lower-income groups would have 
to turn to socialistic methods of finding 
protection.” 

Mr. Schriver observed that success 
comes to the agent who not only knows 
all the rules of selling and follows them 
but who also loves his work. Selling is 
easy, he added, provided a man knows 
what he is selling and knows what 
makes people act like human beings. 


Kentucky Home Mutual 
Chalks Up Gains in ‘54 


Kentucky Home Mutual made sub- 
stantial gains from 1954 operations. In- 
surance in force at the year-end totaled 
$72,426,096, a gain of $8,609,061. Assets 
ae $15,683,236, up from $14,978,- 

New ordinary sales of more than $11 
million represented an increase of 11%. 
The benefit payments amounted tc 
$954,425, bringing the total of such 
payments since organization to $26,- 
350,000. 


43 Attend N. W. Mutual Seminar 

Forty-three Northwestern Mutual 
Life agents in Illinois, Indiana and 
Michigan attended an advanced under- 
writing seminar at St. Joseph, Mich. 
The new tax laws were discussed. 
Heading the staff from the home 
were William B. Minehan, secretary, 
Verne J. Arends, assistant secretary, 
and Charles B. McCaffrey, director of 
advanced training. 
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53, lat- LEo J. Fox 


in January 


of one Fond du Lac, Wisconsin 
id they February 1, 1955 
of new Mr. Chas. E. Becker, President 

million Franklin Life Insurance Company 

Metro- Springfield, Illinois 
hein Dear Mr. Becker: _ 
edit in- January has again been one of my record months of personal pro- 
nuiee-at duction with a total volume of $846,000. I would like to emphasize that 
aw, for $831,000 of this production was PPIP and $15,000 JISP. In other words, 
ten, he the entire amount was written on our exclusive Insured Savings Plans. 
of the This may seem like a tremendous volume for one month. However, it 
n Indi- would not have been possible were it not for our famous exclusive Insured 
ng sales Savings Contracts, which have an outstanding appeal to the buying public. 
lic and I find that our exclusive plans are especially attractive because of their 
led for |, flexibility to provide for any emergencies that may arise before actual 
ractices maturity dates. 
Since joining the Wisconsin Division of our great Company I have 
roperty had other exciting months. The records show the following: 
ons for September 1951 .................-.0...c.c<ea-ewceseasasesseeeee Volume $168,250 
verred, I I icc eersticilateresccssiinetainditenct ieee Volume $943,000 

safety, September 1953 ..0.......n.........-cececececceeeeeceeeeeees Volume $256,000 
ily if a Se I sesh cnncksisncdmnsercedarisionrennicntasonenaih Volume $512,500 
lf dur- FS —_ Ea Ie es Volume $846,000 
| The records will also show that in all these sales listed above there 
t — has been no group, term, salary savings, or pension trusts. Each case is on 
ae an individual life paid for on an annual basis—and a substantial amount 
eae prepaid several years; in some cases paid in full. 
‘ved by I am especially proud of my persistency, which was 100% in 1952 
services and 99% in 1953 and 1954, which indicates again the real value placed 
a upon our Franklin exclusive contracts by our clients. : ; 

finding It certainly has been my good fortune to become associated with the 

Friendly Franklin—a Company whose merchandise has enabled me to 

success make friends out of my clients. 


bye Sincerely, 
nee is Leo J. Fox, Associate General Agent 
OWS 
s what 
ings. 
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ms. In- ' CHAS. E. BECKER, PRESIDENT SPRINGFIELD, ILLINOIS 
— > DISTINGUISHED SERVICE SINCE 1884 

14,978,- The largest legal reserve stock life insurance company in the U.S. devoted 
exclusively to the underwriting of Ordinary and Annuity plans 


x - Nearly One Billion Eight Hundred Million Dollars of Insurance in Force 
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They’re going to have a baby... 


™ COUPLE have recently learned that their baby is on 
the way. Already, with the help of their doctor, they 
are planning for the welfare of the mother-to-be . . . and 
the arrival of a healthy child. 


Thanks to the safeguards with which medical science 
has surrounded pregnancy and childbirth, the chances 
are better than ever that prospective parents can now 
realize their great expectations. In fact, infant mortality 
today has been cut to 28 per 1,000 live births. Only 30 
years ago, it was 71.7 per 1,000. 


The record for mothers is even better. As recently as 
1941, there were 29 maternal deaths among every 10,000 
live births. Today, the rate has plummeted to less than 
seven deaths. These great gains have been made even 
though the number of births in recent years has exceeded 
three and a half million annually . . . an increase of almost 
50 percent since 1941. 

An important factor in achieving this proud record has 


been the growing awareness of the importance of medical 
care started early and continued throughout pregnancy. 


So, if a baby is expected in your family, here are some 
of the things the expectant mother can do: 


1 Take a calm, realistic and happy attitude about preg- 

* nancy. Should anything upset you, take your ques- 
tions to your doctor. He wants to help you face pregnancy 
as a normal, joyous state. 


9) Follow your doctor’s advice about periodic medical 
* examinations, special diagnostic tests and particu- 
larly about rest, exercise, diet and weight control. 


3 Plan, if possible, to have your baby in a hospital 

* where you will have the most modern medical and 
nursing care. It is wise to make hospital reservations 
promptly .. . for today, 9 out of every 10 mothers go to 
hospitals to have their babies. 


The husband, too, can help his wife over the months 
before the baby comes. The arrival of a new child is a 
most important event in family life . . . as important to 
the husband as to the wife. When home duties are shared, 
many problems fade away. 
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This advertisement is one of a continuing series 
sponsored by Metropolitan in the interest of our 
national health and welfare. It is appearing in 
two colors in magazines with a total circulation 
in excess of 31,000,000 including Collier’s, Time, 
Newsweek, Saturday Evening Post, Ladies’ Home 
Journal, Good Housekeeping, McCall’s, Wom- 
an’s Home Companion, National Geographic. 
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